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TRAPANI E| = Renutation 
, p 
MUSKETEERS Means a lot to us. We are proud to be known 
| throughout the West as the “fair practice” company, 
fer” It is our constant endeavor to strengthen this reputa- 
tion by - - - 
—Declining to talk with any life insurance “i 
agent about a connection except after — 
reference to his company’s Home Office fal 
or Manager. 
—Never accepting applications which in- 
Y, STI, ~ volve twisting. be 
ffs Siiver 4) —Refusing to lower our standards to get Ta 
JUBILEE business when in competition. 
1936 & L 
; y —Aiding the Institution of Life Insurance by 
: swelling our ranks with NEW and GOOD F 
men from outside the business rather MU 
than direct our Recruiting effort toward 
the Agents and Managers of other life Rate 
insurance companies. tio 
oS «tt i ia ae mow 
ed ae a ae Be ne W: 
nal eke com 
Bees es eee ee eS Capean gaa cay the 1 
sent Se | rar ae Li 
a ee , HOME OFFICE: 0.3. LACY a 
ones SACRAMENTO PRESIDENT : 
«a LL for One, One for All’’ was the motto of The Three Mus- ye 
keteers, three hundred years ago. ul 
“All for One, One for All” is the motto today of Sixty be 
Million Americans who are banded together in the world’s on 
greatest cooperative enterprise — the Institution of American : cs 
Life Insurance. This motto expresses the spirit of an approach- QUANTITY with QUALITY on 
ing nationwi —Li Week. ior 
m6 wanna winnie cies - Through the use of such plans as its Quotamakers oh 
The life insurance companies of this country are not power- Club, Contest, Policyholder's Month, and the Annual 
ful financial institutions conducted for the profit and benefit of Convention Trip (this year to the Panama Canal) Pro- ‘s 
men of wealth, but are merely the instrumentalities through tective Life agents are given many incentives to write appt 
which 60,000,000 people, the rank and file of our population, a large volume of business. Em 
join in a great, cooperative enterprise for mutual benefit. ie 
The total of all the life insurance protection in the United ; But, along with quantity, they are constantly sl ” 
States is One Hundred Billion Dollars. The total of all life minded _ ene - pr ite — a bse tot 
insurance assets is Twenty-three Billion Dollars. These are are given the benerit ot the researc that iPeniting 0 Ls 
iors rage definite and successful ways of securing business that 
vast sums but, bear in mind, they represent life insurance pro- re sing 
tection for, and the savings of, 60,000,000 American citizens. P : 
So Life Insurance Week is your week—a week set aside for Example of increased income from renewals, clo 
your interests and in your behalf. If your own regular reports of renewal ratios of agents and agen- a 
problem of Family Protection and Retirement cies, and a special persistency bonus are teaching - 
Income isn’t completely solved, life insurance them that the conservation of business really begins a 
will help you solve it. All companies and agents j with the agent. : 
will be at your call durin came Neca: = ' pe 
sie Quantity with quality will benefit company, agent of 
and policyholder. 12 
LIFE INSURANCE WEEK « MAY 11-16 _—7 i 
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farmarking Plan 
Given Approval 


Life Proceeds for Inheritance 
Taxes Exempted from Estate 
Levy by Senate Committee 


MUST GO OVER TO HOUSE 


Rate on Dividends of Other Corpora- 
tions Another Provision That Af- 
fects Insurance Companies 


WASHINGTON, May 28.—Elimi- 
nating a proposal to limit its applica- 
tion to new business, the Senate finance 
committee adopted the amendment to 
the revenue bill proposed by Senator 
Lonergan of Connecticut to exempt 
from taxes the proceeds of all life poli- 
cies taken out in favor of the Treasurer 
of the United States for application 
against inheritance and other death 
taxes. 

While the line-up of the committee 
was not disclosed, it was revealed that 
only about three members were more 
than passively in favor of the proposal 
to restrict the privilege to new policies. 
As accepted by the committee, policies 
for the payment of death duties will be 
permitted up to the sum of $1,000,000. 


Rests with House 


No difficulty is expected in securing 
approval of Senator Lonergan’s amend- 
ment by the Senate, which adopted a 
similar amendment in passing the last 
tax bill. Its fate in the House, how- 
ever, depends upon whether the Senate 
bill, which is radically different from the 
House measure in every way, is brought 
to the conference committee as a com- 
plete substitute for the latter or an 
effort is made to merge the two into a 
single act. 


Officials Watch Bill 


Progress of the tax bill is being 
closely watched by the executives of a 
number of large companies who are 
staying in Washington for the purpose 
of urging adoption of the Lonergan 
amendment wherever possible. At the 
Same time, a number of stock company 
Officials have been watching the pro- 
Posed tax to be imposed on insurance 
companies on dividends received from 
other corporations. 

18, € tax on insurance corporations, 

“/2 percent under the present law and 
1) Percent in the bill passed by the 

Ouse, will be 18 percent under the 
re bill but they will not be subject 
€ tax of 7 percent additional on 
Ncome withheld from distribution, as 
will other corporations. 


Tax on Dividends 


an hag House bill, the companies 
Qui 0 be subject also to tax on divi- 
pe -saenagee from other corporations, 
the me. In the finance committee, 
divide so" was whether to subject 

ends to taxation at 18 percent or, 
(CONTINUED ON LAST PAGE) 








Keying Promotional Plan 


to Agent’s Needs Is Urged 





Recognition of the important part the 
agent plays in selling lite insurance and 
the fact that advertising must be keyed 
to the agent’s use was brought out at 
the North Central Round Table of the 
Life Advertisers Association in Chi- 
cago. 

In “It Is Our Job to Help Agents,” 
D. Bobb Slattery, Penn Mutual Life, 
president of the Life Advertisers Asso- 
ciation, said that too much time is spent 
in preparation of advertising and pro- 
motional material and not enough in 
getting it used. The merchandising 
problem in life insurance involves the 
same problems of distribution as in 
other lines. 


Send Material Direct 


The Penn Mutual found that its men 
were not reacting to its advertising as 
much as was desirable so that more 
time was spent when visiting agencies 
in interviewing the different agents on 
their advertising problems. The former 
practice of sending advertising material 
to the general agent and permitting him 
to distribute it has been abolished and 
now the home office has a mailing list 
of agents, (80 percent home addresses) 
and the advertising material is sent di- 
rect to them. Different problems are 
involved in urban and rural fields and 
special advertising is prepared for each 
area. 

Must Be Coordinated 

In getting agents to use direct mate- 
rial the home office has been at fault 
in overplaying its value too much, said 
Mr. Slattery. Agents who look upon 
direct mail as a short cut to eliminate 
work are disappointed. Direct mail 
advertising should be coordinated with 
personal effort and be followed up per- 
sonally. Agents should call upon every 
recipient of a direct mail piece. Bring- 
ing out the necessity of this Mr. Slat- 
tery paralleled the effectiveness of cigar- 
ette advertising if there were no dealers 
and points of distribution. If the agent 
doesn’t make a call he doesn’t provide 


this important point of distribution 
which is essential in good merchandis- 
ing. 


The Penn Mutual is getting away 
from soliciting replies in its direct mail 
advertising. Too often the agent waits 
for the replies and does not call on 
those not replying. 

Makes Agents Work 


At present most of the letters are 
sent out over the signature of the vice- 
president and attention is called to the 
fact that a named agent.is going to call. 
In this way the direct mail not only 
advertises life insurance and the com- 
pany but it makes the agent work. 
Under this plan there have been more 
follow-ups. Agents find it easier to get 
the names of preferred prospects when 
ag are for the home office mailing 
ist. 

Life insurance week promotion was 
considered by Stephen <A. Swisher, 
Equitable Life of Iowa, and Harry V. 
Wade, United Mutual Life. Mr. Swisher 
emphasized the sales drive angle of life 





insurance week, while Mr. Wade 
brought out the thought that it should 
be more of an educational program. It 
seemed to be the general consensus that 
thought should be given to the individ- 
ual agent tieup to the program. It was 
felt that possibly it would be better 
to devote the week to making contacts 
rather than to actually sell the business 
and to follow up contacts in the future. 


Plan New Campaign 


Mr. Swisher brought out the impor- 
tance of planning a sales campaign to 
start immediately after the life insurance 
week in order to cash in on the enthu- 
siasm engendered. The Equitable is 
staging a straw hat campaign at pres- 
ent; a fishing contest, a graduation cam- 
paign, or any other such medium to see 
that agents make the calls were sug- 
gested by Mr. Swisher. Immediately 
following life insurance week is also a 
good time to start some kind of time 
control, 

Manager George A. Adsit, Girard Life, 
said that his company asked agents to 
make a record of every call, and then 
call back after the week is over. 

An enthusiastic presentation for the 
need of time control was presented by 
R. P. Thierbach, assistant director of 
agencies, Northwestern Mutual Life, 
who is the author of “Why Not Try 
It?” 


Must Analyze Market 


Mr. Adsit said in sales promotion 
work the advertiser must analyze his 
market. This is especially true in case 
of life insurance, as theoretically every 
one is a prospect. Consideration must 
be given the geographical limitations of 
the company the agency plant and the 
individual agent. Companies do not 
want small policyholders if they can 
help it because it is expensive to handle 
them, so the appeal to the right eco- 
nomic class must be determined. Ad- 
vertising must motivate the prospect 
and stimulate the agent to greater ac- 
tivity. It should create action rather 
than give information. Create rather 
through the advertising and let the 
agent educate the buyer, said Mr. Adsit. 

Advertising, said Mr. Adsit, must 
reach the field where the agent is lo- 
cated to coincide with the agent’s sphere 
of activity. It should concentrate on 
a class of prospects wanted. The de- 
sirability of individual advertising by 
companies was stressed by Mr. Adsit. 


Furnish Agents with Calendars 


To carry out the Girard Life’s adver- 
tising program along these lines an at- 
tractive calendar costing 60 cents each 
was adopted. In October each agent 
was furnished with a dummy and told 
to make a list of persons who wished 
a copy. The name of an individual (no 
corporate names were allowed) the ad- 
dress and occupation were required. The 
calendars had to be distributed to doc- 
tors, lawyers and business offices and 
stores. The agents called on executives 


and professional men they had never 
(CONTINUED ON PAGE 9) 





F. H. Davis’ Death 
Blow to Business 


End Comes Suddenly to Dynamic 
Agency Executive of Penn 
Mutual 


FOUND DEAD IN GARAGE 


Was Leader in Improving Field Condi- 
tions Through Agency Practices 
Agreement 


Frank H. Davis, vice-president of the 
Penn Mutual Life and head of its 
agency operations, was found dead in 
the garage at his home in Merion, a 
Philadelphia suburb, Wednesday morn- 
ing. He is survived by his mother, who 





FRANK H. DAVIS ‘ 


resides in Denver; G. Arthur Davis, who 
has been managing Frank H. Davis’ 
Wyoming ranch, and Grover D. 
Davis, manager of sales research in the 
Penn Mutual agency department, broth- 
ers. 

Mr. Davis was one of the most col- 
orful, vigorous and inspirational agency 
leaders in the country. He always made 
a great hit on the platform whenever he 
appeared. During the past year or two 
he had been crusading enthusiastically 
and effectively in behalf of the agency 
practices agreement to improve the 
working conditions in the field. He was 
a man of remarkable energy and en- 
thusiasm. He had a massive build and 
that made his utterances all the more 
forceful. 


Second Blow to Company 


The death of Mr. Davis is the second 
recent blow suffered by the Penn Mu- 
tual. President William A. Law was 
killed last winter in a hunting accident. 

Mr. Davis had been vice-president of 
the Penn Mutual since 1933. He went 

(CONTINUED ON LAST PAGE) 
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Mortality Experience, Especially on Jumbo 
Risks, Analyzed by Actuaries 


Two able papers on mortality experi- 
ence were presented at the spring meet- 
ing in New York City of the Actuarial 
Society of America. Edward W. Mar- 
shall, vice-president and actuary Provi- 
dent Mutual Life, discussed “Mortality 
Experience and Other Apects of Insur- 
ance for Larger Amounts.” R. C. Guest, 
assistant actuary State Mutual Life, pre- 
sented mortality experience of his com- 
pany for 1919-1934, inclusive, comparing 
with the American Men select table, 
analyzing deaths by causes and showing 
a 15-year select mortality table in com- 
parison with other investigation rates. 

For years, Mr. Marshall said, it has 
been the experience of many companies 
that policies for larger amounts produced 
mortality some 15 percent to 40 percent 
greater than average for general busi- 
ness. During the depression this condi- 
tion in many companies was aggravated. 


Gives Conclusions As 
To the Jumbo Risks 


He discussed underlying causes, ask- 
ing if there is an element of speculative 
insurance or overinsurance which enters 
the picture in larger policies. Mr. Mar- 
shall gave these conclusions: 

(1) Some such appraisal method as 
used in the paper has possibilities in 
development of a useful instrument for 
numerical rating of risks involving large 
amounts of insurance. Further experi- 
ment, some revision, and practical tests 
obviously are needed to accomplish this 
end. 

(2) On cases of large amount a 
combination of ‘borderline aspects is 
likely to produce very excessive mor- 
tality. 

(3) At ages from.about 40 to 45 
even a single borderline aspect may be 
a distinct danger signal. 

(4) The outside limit for all insur- 
ance on a given life regardless of pur- 
pose should be the same as the limit 
for personal insurance, and an_ inside 
limit for keyman, estate tax, creditor or 
survivorship control insurance should 
also be maintained. 


Feels Other Companies 
Could Aid This Study 


“The material presented has involved 
work in comparatively tintrodden fields, 
particularly in appraisal of speculative 
insurance and overinsurance hazards,” 
he said. “Consequently certain of the 
results..are somewhat of an_ experi- 
mental nature. It is greatly to be hoped 
that further work will be done along 
these or similar lines by other com- 
panies so that the underwriting of poli- 
cies for larger amounts may be still 
better understood. 

“For years a numerical rating system 
for medical impairments has been used 
by many companies as an aid to the 
intelligent underwriting of risks. Can 
some sort of numerical rating for specu- 
lative insurance and overinsurance be 
evolved so that the factors causing the 
extra mortality on-larger policies could 
be identified, and considered systemat- 
ically in the underwriting? Of course, 
such a numerical rating could not be a 
substitute for the judgment of the 
trained underwriter, but would simply 
be a valuable help in stabilizing the se- 
lection. 


Analysis Covers Applications 
for Total of $230,000,000 


“In an attempt to discover whether 
such a numerical rating system for spec- 
ulative insurance and _ overinsurance 


could be developed, a study was made 
of the new business issued by the Provi- 
dent Mutual on_applications for $25,000 
or more insurance during the years 1923 
to 1934 inclusive; 5,153 applications cov- 








ering $230,000,000 insurance were in- 
cluded in the investigation. These ap- 
plications were first given the usual 
numerical rating for medical impair- 
ments and habits. Then a new, separate 
and distinct rating or appraisal was 
made of each case from the standpoint 
of speculative insurance and overinsur- 
ance. 

“In order to arrive at this appraisal 
each application was appraised from 


four aspects: First, possible physical 
anti-selection; second, moral _ hazard; 
third, financial stability; and fourth, 


overinsurance aspect.” 


Tells Procedure Used 
In Making the Studies 


The quality of the case from each one 
of these aspects was indicated by letters 
A, B, C, D, E, or F, grading down from 
“best” to “particularly unfavorable.” 

A number of mortality studies were 
made by amounts of insurance, expected 
mortality being according to the Provi- 
dent select table 1907-1927 which repre- 
sented the company’s experience on 
standard white, male policyholders. The 
subdivided expected mortality from sui- 
cide and from accident under this table 
was also used. When the material was 
analyzed by summary appraisal class, 
experience was obtained, showing the 
effects of depression condition reflected 
in high mortality ratios. For 1933-1935 
alone, the ratios were lower. 





Summary 
Appraisal Percent Actual to Expected 
Classes All Causes Suicide Accident 
% % %o 
A-B 132 387 142 
C-D 148 554 154 
E-F 220 1,163 588 
150 549 202 


The summary appraisal, Mr. Marshall 
said, segregated some business on which 
abnormally high mortality was experi- 
enced. Suicide and accident mortality 
ratios were particularly bad for unfav- 
orable appraisal classes. At ages 40-54, 
experience was very unsatisfactory com- 
pared with other ages at issue. The 
mortality was also studied according to 
the purpose of the insurance with the 
following results: 


Purpose of Percent Actual 


Insurance to Expected 
o 
REPNINN icc cw o's 60 CGS Se Sera Ore 135 
PNM ans Gh eel sioe wus ad 144 
Survivorship control and other 
DUMIMDES <6 os sGGb.an sneak nuiec eas 153 
SOMME Sok ass hiv eg S09 oO ew 198 
PRIRIEED: occa n chau kesiskas she 209 
MERE? oo Gore asi eines ics So eee 150 
(All business insurance ....... 148) 


Analyzed Business by 
The Amount of Insurance 


Then mortality was analyzed by 
amount of insurance applied for or out- 
standing in all companies combined, 
showing the summary appraisal class 
seemed to have more influence on mor- 
tality than insurance in force on the life, 
which suggested that extra mortality 
on policies involving very large amounts 
can be kept within bounds by suitable 
underwriting. 

Finally, a study was made of mor- 
tality on term insurance and brokerage 
and surplus line business included in the 
investigation, in each case evidences of 
anti-selection being suggested. Mortal- 
ity ratio was 234 percent under term in- 
surance and 202 percent on brokerage 
and surplus lines. “Evidently, policies 
for larger amounts falling in these 
groups may present a very difficult 
problem for the underwriter,” Mr. Mar- 
shall commented. He made a ccritical 
analysis of methods used in appraising 
applications as to speculative insurance 
and overinsurance hazard. An interest- 
ing comparison showed mortality ratios 
on cases with a combination of very 





favorable or unfavorable characteristics: 
Cases with combination of most favor- 
able characteristics, 88 percent; cases 
with combination of “most” unfavorable 
characteristics, 288 percent. This shows 
that the appraisal method was very 
effective, Mr. Marshall said. 


State Mutual Experience 
Largely on Standard Risks 


Excepting a few overweights taken on 
a rated age basis the State Mutual is- 
sued standard business only during the 
period of the investigation, Mr. Guest 
said. Although the company did not 
use the numerical system of rating dur- 
ing the period, little change in classifica- 
tion was required when the numerical 
system was adopted recently upon en- 
larging field of acceptance to include 
risks substandard due to medical im- 
pairment, occupational hazards and for- 
eign residence and travel. The investi- 
gation covered the full amount on cases 
involving reinsurance; average policy on 
the books during the period being $3,500 
to $4,000. The company took its share 
of jumbo risks and hence got the full 
effect of heavy mortality on this line. 
The business was located almost en- 
tirely east of the Mississippi and ex- 
cluded the extreme south, being well 
scattered over the area, although pre- 
dominately urban. It covered all busi- 
ness in force except extended and paid- 
up insurance. 


Gives Results of Survey 
From Period 1919 to 1934 


Heaviest mortality was experienced in 
1919-1923, most favorable in 1924-1928, 
and high mortality in 1929-1934, the 
heavy mortality in the first period being 
due to influenza, and in the latter period 
to “depression mortality,” mostly sui- 
cides and heart diseases. Generally, 
percentage of actual to _ expected 
mortality by amount was higher than 
by number, showing the usual tend- 
ency toward anti-selection by larger 
policyholders and effect of “jumbo risk” 
mortality. 

High cost of influenza of .91 per 1,000 
dropped off rapidly after the epidemic, 
preponderance of deaths in this group 
being younger and middle ages. Cost 
due to cancer steadily increased and was 
.99 per 1,000 in the last six-year group, 
most deaths due to this cause being 
after age 50. 


Depression Mortality Is 
Seen in Two Groups 


Heavy depression mortality is re- 
flected in two groups. diseases of the 
circulatory system and suicides. Cost 
per thousand in 1929-1934 due to circu- 
latory diseases was 3.08 compared with 
1.98 and 2.06 for the earlier two periods. 
Effect of stress of hard times was par- 
ticularly apparent in deaths due to 
angina pectoris, with cost per thousand 
more than doubling during the last 
period. 

Cost for suicides was .88 in the last 
period compared with .32 and .45 in the 
earlier periods. Although company sui- 
cides took a decided jump in the 1929- 
1934 period, in New England suicides 
dropped markedly in this period after 
having been unusually heavy in the 
1924-1928 period. Suicides were heavier 
in the south and in New York, New 
Jersey and Pennsylvania than in other 
regions. Suicides were predominantly 
in middle ages. 


Automobile Accidents 
Are Increasing Factor 


Cost per thousand due to automobile 
accidents steadily increased. Deaths 
due to this cause were particularly high 
in New York, New Jersey and Pennsyl- 
vania and the middle west. There was 








a falling off of deaths due to nephritis 
and Bright’s disease during each of the 
periods. The south experienced rela. 
tively more deaths due to tuberculosis 
and diseases of the lungs and relatively 
less due to cancer and diseases of the 
circulatory system. 

Comparison of cost per $1,000 accord- 
ing to cause of death under term insyr. 
ance and total business shows that due 
to careful underwriting, term costs were 
extremely low from deaths due to de. 
generative diseases, and on no cause of 
death was cost higher under term insyr. 
ance than under all business. Relatively. 
it was higher on accidental deaths such 
as automobile accidents, suicides and 
diseases such as pneumonia than on dis- 
eases such as_ cancer, heart diseases, 
nephritis and Bright’s disease 

Company mortality was better than the 
basic 1909-1927 mortality, and was con- 
siderably better than the American Men 
Select Table, ranging from about 60 
percent of that table for short durations 
on young ages to 80 or 90 percent at 
middle high ages. 





C. O. Fischer Boosted for 


National Association Post 














CHESTER 0O. FISCHER 


Chester O. Fischer, St. Louis general 
agent Massachusetts Mutual Life, has 
been endorsed by the Life Underwriters 
Association of St. Louis for vice-prést- 
dent of the National association. 
Mr. Fischer has been prominent 
life insurance circles for many years, 
both in Peoria, Ill, where he was 
formerly general agent of the Massachu- 
setts Mutual Life, and in St. Louis. 

He assisted in organizing and was 4 
charter member of the Peoria association 
and in 1926 served as first president of 
the Illinois body. In that year he was 
also elected a vice-president of the Na- 
tional association. In 1928 and 1929 he 
was president General Agents Associa- 
tion of the Massachusetts Mutual Life 
and in 1930 was named president of the 
Life Underwriters Association of t 
Louis. The following vear he was pres! 
dent General Agents & Managers As 
sociation of St. Louis. : 

In 1935 he was chairman committee 
on bylaws, National association, and 
1935 and 1936 he served on the board of 
trustees and joint committee on agency 
practices. This year he is chairman 
convention program committee and vice: 
chairman executive committee, general 
agents and managers section. 
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fxcessive Use of 
Alcohol Increases 


interesting Analysis Is Made by 
the Northwestern National 
Life 


REJECTIONS | ANALYZED 


Some of the Noteworthy Phases of the 
Development in Use of Intoxi- 
cating Drinks Recently 


MINNEAPOLIS, May 28.—Exces- 
sive use Of alcohol shows an increase 
of 13 percent since a year ago as a 
use of uninsurability among people 
under 30, and an increase of 183 per- 
cent for the same age group since 1932, 
according to the experience records of 
the Northwestern National Life. For 
all ages the increase in rejections in- 
ylving overindulgence was 8 percent 
over last year and 35 percent since 1932. 
Moderate and _ occasional drinkers 
show a steady increase also. Examina- 
tion of the company’s accepted applica- 
tions discloses an increase of 21 per- 
cent since a year ago in the number 
of insurance applicants reported to be 
moderate or occasional users of alco- 
holic beverages, and of 110 percent since 
1932. The increase shown among ap- 
plicants under 30 is 17 percent in the 
past year, and 178 percent since 1932. 


Noteworthy Phases Shown 


Noteworthy phases of the increased 
alcoholic consumption the past year, the 
company observes, have been the growth 
in the use of alcoholic beverages in the 
home, both for entertaining and in pri- 
vate, and the increasing trend on the 
part of business men and white collar 
workers to stop for refreshments on 
the way home from work. 

In the spring of 1932, 8.2 per 100 ap- 
plicants under age 30 used intoxicants, 
the company’s records show, while in 
the same season of 1935, the proportion 
for the same age group was 19.5 per 
100, and in 1936, the proportion in this 
age group is 22.8 per 100. 

In the age group from 30 to 45, at 
the present time 44.9 out of each 100 
accepted applicants are moderate or oc- 
casional users of alcoholic beverages, ac- 
cording to the records. This compares 
with 36.9 per 100 applicants in the same 
age group this time a year ago, and 22.2 
per 100 in the spring of 1932. 

A parallel increase is shown in the 
age group of 45 or over, and the aver- 
ages for all ages show that while 15.3 
applicants out of 100 were users of in- 
toxicants in the spring of 1932, the pro- 
portions were 26.6 per 100 in the spring 
of 1935, and 32.2 per 100 at the pres- 
ent time, 


Analysis of Rejections 


In the analysis of rejections, only 
cases of heavy indulgence, sufficient to 
be a factor in the rejection of the appli- 
cants, were considered. For the year 
ending April 1, 1932, and for all ages, 
such cases averaged 17.6 per 100 rejec- 
tions; in the corresponding period end- 
ing April 1, 1935, the figure had risen 
to 22 per 100, and for the year ending 
April 1, 1936, to 23.8 per 100. In the 
age group under 30, the same 1931-1932 
Period showed that 11.9 out of each 100 
Tejections involved alcoholic excesses, 
while for the 1934-1935 period, the pro- 
Portion climbed to 29.7 per 100, and for 
the year ended April 1, 1936, 33.7 out of 
ach 100 rejections involved over-use of 
alcoholic beverages Smaller increases 
were shown in the age group from 30 
to 45, while in the age group from 45 
years upwards, rejections due to alcohol 














Hands Over $40,512 Cash 
as Payment for Annuity 





Although Mel R. Nyman, San 
Francisco manager Occidental 
Life, has during the many years 
of his life insurance career carried 
large sums of money, it remained 
for a resident of San Francisco to 
give him the “thrill of his life” 
last week. Mr. Nyman had placed 
ai very nice annuity contract and 
called on his client, expecting to 
receive $40,512 in the form of a 
certified check. Imagine his con- 
sternation and surprise when he 
was handed this sum in “cold 
cash.” Mr. Nyman said he tried 
to appear nonchalant, deciding, 
however, on the use of a taxi to 
reach his office. But, try as he 
might, he could not forget that 
in his possession were more than 
400 $100 bills and that he had 
given a perfectly good receipt for 
them. 








showed a decrease from pre-repeal days. 
Such rejections stood at 11.6 per 100 in 
the 1931-1922 period, and dropped to 10.2 
per 100 by 1935. The 1936 ratio in this 
older age group stands unchanged from 
last year. 

Alcoholic excesses caused approxi- 
mately as many rejections as heart im- 
pairments, the report states; abnormal 
blood pressure is the largest cause of 
insurance rejections, with heart defects 
and excessive drinking running a neck- 
and-neck race for second place. Kidney- 
urinary impairments are a close third, 
the report shows. Alcoholic excesses, 
however, are the largest single cause of 
rejections among applicants under 45, 
the company’s records reveal. 

Rejections of women for excessive al- 
coholic indulgence are negligible in 
number, the company states. 





Proposed Cut in Exemption 
Would Boost Life Business 


PLAN NOT DEFINITE AS YET 

Proposition Advanced in Congress 

Would Make Insurance More Impor- 
tant to Estates Above $100,000 





NEW YORK, May 28.—The pro- 
posal, advanced in Congress last week, 
to boost the federal revenue yield by 


cutting out the $40,000 general estate 


exemption on estates of $100,000 and 
over would mean a vast amount of busi- 
ness for life insurance if enacted into 
law. It would make the $40,000 life in- 
surance exemption of even greater im- 
portance than it is now to estates above 
the $100,000 mark. It would focus at- 
tention on the desirability for persons 
with estates below that point of increas- 
ing their estates through life insurance 
arranged in a non-taxable manner. 
Those with estates above $100,000 would 
be constrained to bring them below that 
figure by gifts or absolute assignments. 
Here again, life insurance and annuities 
would be an extremely desirable me- 

So far, the proposal is hardly more 
than a random suggestion, probably 
tossed in the air to see what reaction it 
will bring from members of Congress 
and from the country at large via press 
comments. The idea is obviously one 
that should prove highly distasteful to 
those with estates of $100,000 and more 
but it might be that it would be prefer- 
able in their eyes. 


T. S. Berridge, Gallipolis, O., was the 
star producer of the Columbus Mutual 
Life agency force for the agency year 
recently closed. Mr. Berridge has won 
this honor repeatedly in recent years. 
David R. Hoover of Detroit ranked sec- 
ond. 








and at Sales Congresses. 
the buyer a hold-fast motive. 


fast motive. 


develop service needs. 


signed. Nourishes good will. 
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Lapse Prevention Formula 


Time-tried and success-tested, and steadfastly employed 
by prosperous underwriters past and present. 
scribed in training courses, emphasized in Agency meetings 
Here it is:— 


1, First, prospecting carefully, cover specific needs; give 
2. Income insurance instead of lump sum; another hold- 


3. Resolutely sell annual premium; lessens the chance 
for lapse through forgetfulness or circumstance. 


4. Periodically visit clients, with oral questionnaire to 
5. Send personal birthday and Christmas cards, self- 


6. Be, yourself, a “center of influence,” profitable to 
your client’s business, even as you desire him to be to yours. 


It’s good practice to check work and routine for observa- 
tion of these several features, to restore any that may have 
been slighted, or add any that have not been used. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Urgently de- 


PHILADELPHIA 

















Believe Inflation 
Scare Collapsing 


Epidemic of Fear Is Regarded as 
Result of a Campaign of 
Propaganda 


PRICE LEVEL IS STABLE 


Investment Counsellor Lionel D. Edie 
Addresses Midtown Managers As- 
sociation at New York 


NEW YORK, May 28.—The infla- 
tion bugaboo is definitely collapsing and 
even those who have been insisting ve- 
hemently for nearly five years that it 
would inevitably be here “within two or 
three years” have given up the idea and 
are now loudest in debunking the scare, 
Dr. Lionel D. Edie, president Edie-Da- 
vidson, investment counsel firm of New 
York City, told the Midtown Managers 
Association. 

“We have never been in a recovery 
cycle when the price level was as stable 
as it is today,” said Dr. Edie. “In 1923- 
24 prices were rising rapidly but nobody 
said anything about inflation then. The 
net result to date is a little deflation.” 


Selling Methods Given 


There are many people wlio firmly 
believe the country is in for severe in- 
flation, Dr. Edie said, and predicted that 
life insurance men would have little luck 
in prying such persons loose from this 
gloomy outlook. The only way to sell 
life insurance under such conditions is 
to take the prospect at his word, as- 
sume that inflaticn is absolutely inevit- 
able, and then show him how he can 
hedge against it through life insurance. 

The plan suggested by Dr. Edie de- 
pends only partially on the “apprecia- 
tion” in the value of life insurance re- 
sulting from death. The main feature 
is to urge the purchase of term insur- 
ance with the idea that when inflation 
comes the buyer will convert it to a 
high-premium form, pay up as many ad- 
vance premiums as the company will 
permit and then put it on a paid-up op- 
tion. Then, when prices are stabilized 
at a more normal level, the insured or 
his beneficiary will get back high-value 
dollars. 


Campaign of Propaganda 


Dr. Edie said the people of this coun- 
try have been subjected to one of the 
biggest propaganda campaigns of all 
time on inflation and the subject has 
ceased to be viewed with any ration- 
ality whatever. 

“In 1934 and 1935 there were hun- 
dreds of conferences and conventions,” 
he continued. “None was without a 
speech by a great economist who al- 
ways outlined the terrible things that 
would happen. One predicted that by 
the end of 1934 the dollar would be 
worthless—that we would be lucky if we 
had a dollar that was worth 10 cents. 
Speakers said it would take a chart 10 
miles high to show the curve that would 
result from inflation. 


Conclusion Is Misleading 


“I am not one to deny there are dan- 
gers but the real danger is the mis- 
leading conclusion people have drawn 
from the fear of something that is not 
likely to happen. I have seen widows 
advised to dump good bonds and go 
into highly speculative common stocks. 
I have seen men advised to drop their 
life insurance and I have seen people 
die without adequate protection. 

“I have come to believe it is a thor- 
oughly vicious doctrine which has in- 
duced people to depart from everything 
that is sound in investment. Thrift is 


(CONTINUED ON LAST PAGE) 
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Good Sales Ideas from Meeting 








Many concrete sales ideas were pre- 
sented at the north central round table 
of the Life Advertisers Association in 
Chicago. 

In 1935 results from 67,000 letters 
sent out by the Penn Mutual Life 
showed that out of every four followup 
calis one sale resulted. This did not 
take into consideration future prospects. 
D. Bobb Slattery pointed out that this 
is a far better ratio than can be secured 
in cold canvass. During Life Insurance 
Week the Penn Mutual sends out 50 
letters for each agent providing him with 
10 calls for each of the five days. 

Effective plans for the getting-back- 
home after a convention were presented. 
Mr. Slattery said letters on the conven- 
tion hotel letterhead were prepared ahead 
of time and each agent attending sent 
in a list of 25 names. ‘The letters were 





taken to the convention, signed by the 
agent and mailed from there. The let- 
ter called attention to the fact that the 
agent was attending he convention and 
had picked up some good ideas which 
he would like to tell the prospect. A 
vacation simply takes the agent out of 
his stride and by sending out the con- 
vention letters it gave each salesman 25 
prospects to call on as soon as he gets 
back. 


Production Contest Results 


E. E. Kirkpatrick, Ohio National su- 
perintendent of agencies, told about 
practices in production contests. His 
company also uses a home guard cam- 
paign for those not attending the con- 
vention and business secured. during that 
drive is credited toward the convention 
the following year. George A. Adsit, 





the Company. 


More Than 
More Than 


HOME OFFICE: 





GREAT SOUTHERN LIFE 


PERFORMANCE 


Over a Quarter of a Century of Life Insurance Service 


Disbursing: To Living Policyholders 


To Beneficiaries 


Offering Complete Life Coverage Under Both Par- 
ticipating and Non-Participating Contracts 


Operating in the Eight States of the Great Southwest 


Building Through a Field Force of More Than 1,000 
Life Underwriters, Each Holding Contract Direct with 


Achieving an Institution with: 
More Than $227,000,000 Insurance in Force 
$43,000,000 in Assets 
$4,700,000 in Capital and Surplus 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOUSTON, 


$27,684,716 
$21,884,492 


TEXAS 














manager of agencies Girard Life, usese a 
similar plan, but he allows double credit 


toward attending the next convention. 


Considering the value of agency con- 
ventions, Mr. Kirkpatrick said the con- 
vention serves to solidify an organiza- 
tion, gets the men more acquainted and 
This is a more im- 
portant factor than the production angle. 

The Penn Mutual Life charged the 
agent 3 to 5 cents for each letter mailed 
out in direct mail work, but two years 
ago the company began to give each 
agent 75 names free a month. Now the 
company is starting to charge for post- 


unifies enthusiasm. 


age on the letters. 
Girard Life’s Calendur Policy 


Mr. Adsit said that his company did 
not charge agents for calendars because 
it considered it part of the sales work. 


The Girard Life imprints its calendar 
The 


for the agent only on the cover. 
majority of advertising men reported 
that they printed the calendars. 

A new campaign, giving the agent 
credit for people he has never con- 
tacted before, was suggested by S. A. 
Swisher, Jr., Equitable Life of Iowa. 
The average man has too small a circle 
of contacts and anything that is done 
to extend it is worth while, he said. A 
Northwestern Mutual agency in Pitts- 
burgh conducted a flood campaign, ac- 
cording to P. Thierbach, assistant 
director of agencies. Clippings regard- 
ing the flood were pasted on a huge 
board and with each application the 
agent was given a card to put on the 
board to cover up part of the clippings. 

Mr. Thierbach reported that new men 
under his company’s time control plan 
who reported to the home office for the 
first three months had 100 percent more 
business than those who did not. This 
experience was secured in the five years 
starting in 1929. Under the Northwest- 
ern Mutual time control program the 
agents report direct to the home office 
the first three months, but older men 
ow home office checkups if they 
wish. 


Discuss Boston Program 


The committees having in charge the 
annual convention of the National Asso- 
ciation of Life Underwriters, to be held 
in Boston in September, held a luncheon 
there Wednesday, at which M. L. Hoff- 
man, assistant managing director of the 
National association, and Paul F. Clark 
of Boston, former national president, 
discussed details of the convention pro- 
gram. 





Congressman Asks 
an Investigation of 
Insurance Business 











WASHINGTON, May 28.—An ex- 
haustive investigation of the insurance 
industry by a joint Congressional com- 
mittee will be sought by Representative 
Cannon (Rep.) of Wisconsin before the 
end of the session. In a resolution 
which he has prepared, Congressman 
Cannon charges the companies, particu- 
larly those engaged in life, accident and 
health branches, with fraud and deceit, 
charging that these companies “through 
skillful attorneys issue insurance policies 
containing many tricky clauses for the 
purpose of defrauding” large numbers 
of people. 

“Ambulance chasing” to defeat pol- 
icyholders and beneficiaries in their at- 
tempts to secure just recoveries, and 
“violation of all codes of legal ethics” 
are also laid at the door of the industry. 

“A great many of our courts and bar 
associations permit such nefarious prac- 
tices, because they are awed by the gi- 
gantic money powers,” the Congress- 
man asserted. “A great many of these 
insurance companies could not have 
maintained their existence during the 
depression without the aid of the federal 
government.” Stupid and corrupt legis- 
latures are the ready tools of dishonest 
companies, he alleged. 





Important Case Discussed 
at Life Counsel Meeting 















ISSUE OVER CANCELLATIoy 





Some of the Chief Features in Conne. 
tion With the Midyear Conference 
at White Sulphur 





WHITE SULPHUR SPRINGS, w 
VA., May 28.—The Association of Life 
Insurance Counsel held its mid-year 
meeting here presided over by its preg- 
dent, L. H. Cooke, general counse] of 
the New York Life, with Harry Cole 
Bates of the Metropolitan acting as sec. 
retary. This year recorded the best at. 
tendance of similar meetings for a num. 
ber of years. Harold Tavlor gave an 
exhaustive paper on the Massachusetts 
insurance laws. He is particularly cop. 
versant with them in view of the 17 
years experience with the state insyr. 
ance department prior to his affiliation 
with the John Hancock Mutual. 

R. F. Baird, Lincoln National, led in 
the discussion of the issue of cancella- 
tion of policies in equity referring par- 
ticularly to the case of Stewart ys, 
American Life of Colorado on which a 
petition for rehearing is pending before 
the 10th United States circuit court of 
appeals. The court will hear oral argu- 
ments in June. 


Facts in the Case 


The assured in the case died within 
the contestable period. The company 
filed an action in equity charging fraud 
and misrepresentation in the application. 
The beneficiary filed an action in equity 
charging fraud and misrepresentation in 
the application. The beneficiary filed 
an action in law within the period. The 
company contended that the vast ma- 
jority of decisions held that where an 
action had been filed in equity one filed 
in law should not prevail until the equity 
suit had been decided. The circuit court 
based its decision, holding that the bene- 
ficiary could file a suit, on two cases, 
Enelow vs. New York Life, 55 Sup. Ct. 
70 and Digiovanni vs. Camden Fire. The 
attorneys for companies contend that 
there is no such thing in fire insurance 
as a contestable clause and they point 
out that the court was misled in the 
Enelow case. J. C. Jones, Jr. of St. 
Louis, in connection with the pending 
case, spoke of Rohrback vs. Mutual Life 
of New York where the court in the 8th 
circuit by obiter dictum ruled that where 
cancellation action is brought then the 
proceedings should be stayed on the 
beneficiary’s motion until the end of 
contestable period and if within the pe- 
riod action on the policy was brought, 
the stay should be extended until final 
termination of that action, after which 
cancellation action may be dismissed or 
proceeded with as may be just under 
this situation. 


Agents and the Job Acts 


V. P. Whitsitt, manager of the Life 
Presidents Association, gave a paper on 
“Life Insurance Agents and Unemploy- 
ment Compensation Acts.” = 

He said the administrative authorities 
in the various states are tending to fol- 
low the decisions of the courts and to 
rule that agents are not employes within 
the meaning of the various acts. He 
pointed out that the various statutes au- 
thorize the administrative boards to 1 
sue rules and regulations for the ¢t- 
forcement of the acts. Such rules and 
regulations, however, are for adminis 
trative purposes and are not of binding 
effect as substantive law. : 

It may be that all states will fall i9 
line, he declared, and that the question 
will not be taken to the courts. If it 1 
there is every reason to believe that the 
status of agents on a commission basis 
as independent contractors will be defi- 
nitely established. 

He concluded: : 

“All life insurance agents whose pr 

(CONTINUED ON LAST PAGE) 
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(fice Management Group 
in Mid-West Conference 





w. D. HOLT PAPER IS FEATURE 





Control of Receipts and Disbursements 
of Life Company Funds Discussed 
at Chicago Meeting 





A detailed discussion of control of 
general accounting activities in a life 
company by Willard D. Holt, assistant 
secretary Provident Mutual Life, was 
the high-light of the mid-west special 
conference of the Life Office Manage- 
ment Association at the Edgewater 
Beach Hotel, Chicago. 

“Life companies as a whole,” Mr. 
Holt stated, “have accomplished a great 
deal in reduction of their operating 
costs through up to date methods and 
procedure.” He attributed this largely 
to the freedom with which ideas are ex- 
changed among companies, brought 
about primarily through efforts of such 
organizations as the Association of Life 
Insurance Presidents, Actuarial Society 
of America, American Institute of Ac- 
tuaries, American Life Convention, 
Sales Research Bureau, Home Office 
Life Underwriters Association and L.ife 
Ofice Management Association. 


Improvements Suggested 


“Most life companies, however,” Mr. 
Holt pointed out, “follow the require- 
ments of the disbursement page of the 
annual statement in classification of their 
expenses and, unless further analysis is 
made, these accounts are not refined 
sufficiently to enable management to as- 
certain where increases or decreases cc- 
cur, except in a general way. In this 
respect, many companies are lacking, and 
a leaf can be taken from the book of 
industrial business by coordinating and 
controlling the various functions in ac- 
cordance with fully tested and ap- 
proved methods.” 

Horace W. Foskett, assistant treas- 
urer Equitable Life of Iowa, was gen- 
eral chairman of the meeting and Presi- 
dent G. A. Hardwick, vice-president 
Penn Mutual Life, made the opening re- 
marks. Mr. Foskett presided at the 
Monday session while on Tuesday W. F. 





Hagerman, comptroller Minneosta Mu- 
tual Life, and Charles M. Taylor, assist- 
ant secretary Provident Mutual, were 
in the chair in the morning and after- 
noon respectively. 


Committee Reports Given 


Other features of the meeting were 
committee reports on control of cash 
receipts and control of disbursements. 
V. B. Van Wart, supervisor investment 
department Sun Life, and H. N. Chapin, 
assistant financial secretary Massachu- 
setts Mutual Life, were in charge of a 
discussion on “Control and Custody of 
Securities.” 

Considerable attention was given to 
the subject of the federal social secur- 
ity act, the session being led by Charles 
M. Taylor, assistant secretary Provident 
Mutual Life. Discussion was centered 
around payroll taxes—compliance, pro- 
cedure, records and personnel policies 
affected. Administration policies and in- 
terpretation of laws were also taken up 
in connection with home office employes, 
field agency employes, investment field 
office employes, property operating, and 
maintenance employes, contractors and 
es and miscellaneous prob- 
ems. 


Boston Trust Council Elects 


Joel M. Atwood, New England Mu- 
tual Life, has been elected president 
of the Boston Life Insurance Trust 
Council. I. L. Shaw, Granite Trust 
Company, Quincy, was elected vice- 
president; E. D. Messenger, Merchants 
National Bank, treasurer, and John M. 
Hughes, secretary Boston Life Under- 
writers Association, secretary. New di- 
rectors are W. I. King, and W. B. 
Schier, Jr.. New England Safe Deposit 
Co.; V. E. Blacksborough, John Han- 
cock Mutual Life; M. L. Lynch, State 
Street Trust; A. B. Tower and M. E. 
Watson, Boit, Dallin & Church. 


Guardian Men on the Wing 


James A McLain, vice-president Guar- 
dian Life, accompanied by 
Weidenborner, Jr., superintendent of 
agencies; George L. Mendes, assistant 
superintendent of agencies; Edward 
Ruge, underwriter, and J. L. Cameron, 
assistant actuary, has been visiting 
Guardian Life agencies in Syracuse, 
Columbus and Chicago. Regional meet- 
ings were arranged. 





Prominent at Chicago Meeting 











GORDON A. HARDWICK 


pLordon A. Hardwick, vice-president 
enn Mutual Life and president Life 
. ce Management Association, made 
ue opening remarks at the mid-western 
Special conference of the organization 
_ the Edgewater Beach hotel, Chicago. 
ie theme of the conference was “Pro- 
—— for Control of Receipts and 
isbursements of Life Company Funds.” 











FRANK L. ROWLAND 


Frank L. Rowland, executive secre- 
tary of the association, was much in 
evidence at the meeting, supervising de- 
tails of the program. Various problems 
of accounting and office management 
were taken up, with particular attention 
being paid to social security payroll 
taxes as they affect compliance proce- 
dure, records and personnel policies. 














HEADLINES 


Reflecting the Progress 
of a Fine, Old Company 


a 
LARGE GAIN REPORTED FOR 1935 


(National Underwriter ) 


In the eighty-eight years’ history of the Union Mutual Life 
Insurance Company, 1935 was an outstanding year—new insur- 
ance increased 4412%—total life insurance increased 10%—total 
income increased 20%—assets increased 442%—surplus for policy- 
holders increased 1242%. The first four months of this year, show- 
ing an increase of 35% over the same period in 1935, indicate 
that 1936 will be an even better year. 


8 
NEW POLICIES RELEASED 


(National Underwriter) 


In the past twelve months the Union Mutual has released 
five new policies, which reflect the modern tempo of this Com- 
pany—four individual Juvenile policies for children of ages one 
day to fifteen years—Insurance Annuity, to meet the constantly 
growing interest in retirement income plans. 


NEW AGENCY OPENED IN 
ROCHESTER 


(National Underwriter) 


Since April of 1935 this Company has been making marked 
progress in its expansion program—opening new agencies in 
Rochester, New York; Nashua, New Hampshire; Puerto Rico; 
Portsmouth, New Hampshire; Philadelphia, Pennsylvania—has 
appointed new managers in Buffalo, Providence, and Pittsburgh— 
has added over one hundred new agents. 


2 
INSURANCE DIVIDEND INCREASED 


(National Underwriter) 


In April it was announced that dividends to policyholders 
would be increased by 1624%, an accomplishment which indicates 
the sound position of the Company and the ability of the man- 
agement. 

2 


AGENTS’ CONVENTION TO BE HELD 


(National Underwriter) 

On July 6, 7 and 8 Agents of the Union Mutual Life Insur- 

ance Company will meet at York Harbor, Maine, for a three day 
Convention. 


@ 
In our opinion these headlines reflect the 
progress now being made by this eighty-eight 


year old, legal reserve, old line life insurance 
Company. 
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Indiana Insurance Day Is 
Observed at Indianapolis 





HENSHAW HEADS FEDERATION 





H. A. Luckey Awarded Chandler 
Trophy for Service to the Busi- 
ness Last Year 





Insurance is now confronted with 
more need than ever before for the in- 
clusive cooperation of insurance inter- 
ests represented in the Insurance Fed- 
eration, declared H. A. Luckey, man- 
ager Life of: Virginia at Indianapolis, 
president Insurance Federation of In- 
diana, who presided at the morning 
session of the Indiana Insurance Day 
in Indianapolis. There are elements at 
work to undermine the business of in- 
surance in practically all its branches 
that can only be successfully com- 
bated by a united front, he said. 

He declared, to his knowledge, over 
$200,000 a year was saved to fire and 
life companies operating in Indiana, 
through successful opposition of a num- 
ber of measures that were proposed in 
the legislature of 1935, during which he 
served as chairman legislative com- 
mittee of the federation. 


Officers Are Named 


The federation elected the following 
officers: President, W. J. Henshaw, 
state agent St. Paul Fire & Marine, 
Indianapolis; vice-presidents _ include 
Homer L. Rogers, manager Equitable 
Life of New York, Indianapolis and 
Russell T. Byers, vice-president Amer- 
ican Central Life. 

Joseph W. Hutchinson, assistant at- 
torney general of Indiana, discussing 
the new unemployment compensation 
law, said that agents and solicitors on 
a commission basis are not contem- 
plated as employes under the law but 
as individual contractors. Managers of 
branch and general agency offices on 
salaries are employes, he said. There 
have already been quite a number of 
rulings by the state commission which 
will administer the law and by the fed- 
eral board but as yet there are no court 
rulings on any points of the law includ- 
ing its constitutionality. 


Wood Makes Report 


Joseph G. Wood made his report as 
secretary-counsel, showing the disposi- 
tion of finances of the organization dur- 
ing the past year. He said the time 
had come when membership should be 
stressed and a larger body of active 
supporting members should be sought. 

Presiding as toastmaster at the ban- 
quet, Commissioner McClain paid trib- 
ute to Mr. Luckey, C. O. Bray and Mr. 
Wood as the three persons particularly 
deserving credit for leadership in secur- 
ing passage of the state insurance code 
in the Indiana legislature last year. 
Five past presidents of the federation 
were present: Mr. Luckey, Mr. Bray, 
Ross E. Coffin, R. C. Griswold and 
Frank M. Chandler. 

Mr. Chandler, “father” of “Indiana 
Insurance Day,” presented the Chandler 
trophy, a large cup, to Mr. Luckey, sig- 
nifying his selection as the individual 
who has done most for the better- 
ment of the business in Indiana in the 
past year. This is the second time 
that the trophy has been presented to 
Mr. Luckey, breaking former precedents 
as no one before has repeated. 


Life Advisory Board 


The life advisory board of the fed- 
eration includes J. T. Traylor, general 
agent Northwestern National Life, In- 
dianapolis; C. C. Jones, general agent 
Connecticut Mutual Life, Indianapolis; 
E Crane, general agent Northwest- 
ern Mutual Life, Indianapolis; M. Elrod, 
Insurance Research & Review Service, 
Indianapolis; A. W. Stults, executive 
representative Lincoln National Life, 
Fort Wayne; W. J. Greener, special 
agent Equitable Life of New York, In- 





Indiana Qualifications 
for Agents Announced 





A forward step in qualifying life 
agents has been taken by Commissioner 
McClain of Indiana. On and after July 
1 all new life agents will be required to 
file with the department a new applica- 
tion form and all agents now licensed 
must complete a new application and file 
it with the department on or before 
Aug. 1. Under this form the agent 
makes affidavit he will submit to exam- 
ination by the department within six 
months after being licensed. The ex- 
amination may be taken after he has 
finished a course of instruction fur- 
nished by the company he represents 
and which has been approved by the 
department, or any other approved 
course, such as C. L. U.. 


McClain Explains Plan 


Mr. McClain said the department con- 
ferred with company officials, general 
agents and many agents to secure a true 
cross-section of thought and opinion on 
qualification. “This department,’ he 
said, “believes that state supervision 
should be reduced to a minimum. 
There are certain definite functions that 
a department of insurance must and 
should assume and we shall not attempt 
to dodge these. There are certain 
rights, duties and responsibilities that 
rest with companies alone and this de- 
partment does not propose to infringe 
upon those rights and duties or accept 
those responsibilities unless some in- 
dividual company, by its conduct, com- 
pels the department to do so. The ut- 
ter disregard of a very few companies 
to assume certain responsibilities in the 
past has, in our opinion, caused all com- 
panies certain unwarranted restrictions.” 


Broad-Gauge Attitude 


He said there are too many laws 
governing insurance and insurance de- 
serves a breathing spell from many re- 
strictions unrightfully placed upon it. 
The department, he said, proposes to 
decrease wherever possible stringent re- 
strictions upon companies that are fi- 
nancially sound and honestly and capa- 
bly managed. “We believe that insur- 
ance, as a business, can reduce state su- 
pervision to a minimum if all companies 
will conscientiously and religiously ac- 
cept and discharge its full duties and re- 
sponsibilities,” he said. 

The department believes the qualifica- 
tion and training of agents should be 
a function of the company. Agents who 
are incompetent, ignorant, incapable or 
dishonest constitute a menace because 
of untruths which they tend to dissemi- 
nate. 








dianapolis, and H. A. Luckey, manager 
Life of Virginia, Indianapolis. 

Fraternal: J. C. Snyder, president Ben 
Hur Life, Crawfordsville, and E. L. 
Fuson, United Mutual Life. 


Ruled Legally Dead 


The Cook county appellate court has 
affirmed a ruling of the circuit court at 
Chicago, finding that M. B. Lorch, 
“onion king” who disappeared in 1926, 
is dead, the required seven years having 
elapsed for legal presumption of death. 
_ Three companies, which will become 
liable for payment of $11,000 insurance, 
took the appeal from an order appoint- 
ing a brother, Harry S. Lorch, adminis- 
trator of his estate. The appellate court 
held that the companies’ defense on the 
ground that Lorch “voluntarily went 
into hiding to perpetuate a_ suicide 
hoax,” was not sufficient to overcome 
legal presumption of death. 

_ The decision is expected to have con- 
siderable weight in the trial of a suit 
still pending to collect $100,000 from five 
companies on policies payable to M. W. 
Lorch, Inc., the firm of which Lorch 
was president and which failed a few 
days after his disappearance. The case 
will come up before Federal Judge Wil- 








kerson June 4, 





Urges Change in Procedure 
for National Legislation 


SUPREME COURT NECESSARY 





J. Fred Essary of Baltimore “Sun” Dis- 
cusses Politics at Insurance 
Advertising Conference 





By DOROTHY B. PAUL 


ANNAPOLIS, MD., May 28.—Ad- 
vocating a drastic change in procedure 
in passage of national legislation, J. 
Fred Essary, Washington correspond- 
ent of the Baltimore “Sun,” who spoke 
before the mid-year meeting of Insur- 
ance Advertising Conference, suggested 
that the Supreme Court “pre-view” and 
pass judgment on all bills adopted by 
Congress before they are sent to the 
President. Mr. Essary said in his opin- 





——— 
ion the people of this country would 
vigorously resist any effort made to ¢¢. 
prive the Supreme Court of its Powers 
to interpret legality of acts of Congress 
but he deplored the delay of two or 
three years in the Court’s decisions, 
He referred to the United States a;, 
government of paradoxes. “J look 
around me and see a gentleman jp the 
White House who is the embodiment 
of the aristocrat and he is fighting for 
the common man; and I look again an 
see a great commoner from the ‘side. 
walks of New York’ and he is fighting 
to make the Dupont fortune safe.” 


Work Relief Is Problem 


The most deplorable project today is 
that of work relief and he declared that 
“the inefficiency of the work relief or. 
ganization is incredible. It is shot 
through and through with the lowes 
form of pernicious politics.” 

In Mr. Essary’s opinion a great na- 
tional hazard exists in the colossal cen- 
tralization of power in Washington, He 

(CONTINUED ON LAST PAGE) 














on the First of the Month 


The widow whose husband knew 


the blessings of a stated monthly 


income and provided it for her has 


little to worry about. — 


As regularly as sun rise, 


she 


receives a_ check 


from the Prudential. 


She will retain her home, 


live 


comfortably and 


educate her children. 


Prudential Monthly Income 
Life Insurance Guarantees 


That. 





Home Office 


Che Prudential 


Insurance Company of America 
EDWARD D DUFFIELD, President 
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Linton Is Head of 
Actuarial Society 


provident Mutual Executive 


Elected President at Meeting 
in New York 


DISCUSS SECURITY ACT 


New Federal Legislation Main Topic 
Considered — Replacing Old 
Policies Reviewed 


Election of M. A. Linton, president 
Provident Mutual Life, as president of 
the Actuarial Society of America at the 
annual meeting in New York City was 
especially appropriate. Much of the dis- 
cussion revolved around the social se- 
curity act, about which Mr. Linton pre- 
pared a paper for the society’s Toronto 
meeting last fall which was hailed as a 
distinct contribution, printed in pamphlet 
form and widely distributed. 

The actuaries are alive to the implica- 
tions in this new social legislation, and 
are eager to make sure that it is based 
on sound actuarial principles. They see, 
as was pointed out by retiring President 
J. G. Parker, actuary Imperial Life, To- 
ronto, a great need in government today 
for the services of the trained actuary, 
and this movement may be expected to 
be greatly advanced with Mr. Linton at 
the helm of the actuarial Society. 


New Officers Elected 


J. M. Laird, vice-president and actu- 
ary Connecticut General Life, resigned 
as editor of “Transactions,” the society’s 
publication, and was elected vice-presi- 
dent, as was Ray D. Murphy, vice-presi- 
dent Equitable Life of New York and 
past secretary of the society. J. B. Mac- 
lean, second vice-president and actuary 
Massachusetts Mutual, was reelected 
secretary and Edward W. Marshall, vice- 
president and actuary Provident Mutual, 
was reelected treasurer. The new edi- 
tor is John R. Larus, vice-president and 
actuary Phoenix Mutual Life. 

New members of the council are: H. 
H. Jackson, actuary National Life of 
Vermont; J. F. Little, vice-president and 
actuary Prudential; R. A. Hohaus, as- 
sistant actuary Metropolitan; D. ; 
Walker, second vice-president and_as- 
Ssociate actuary Equitable Life of New 
York; L. K. File, associate actuary Can- 
ada Life. 


Views on Social Security 


_Discussion of social security legisla- 
tion took place on two papers on this 
subject filed at the fall meeting, the one 
by Mr. Linton and another prepared 
jointly by O. C. Richter, American Tele- 
Phone & Telegraph Co., and W. R. 
Williamson, assistant actuary Travelers. 
he actuaries very largely approved 
Mr. Linton’s views. He believes the 
Teserve fund, which he estimated would 
stow to nearly $50,000,000,000 and must 
be invested in federal government secur- 
ities, was fraught with economic and 
Political danger and that a better method 
was the current cost plan. One leading 
actuary expressed opinion that much of 
this type of legislation is based on vote- 
Setting possibilities. He held that evo- 
lution involves self-preservation and the 
Sovernment should be more interested 
in building character by encouraging pri- 
ba initiative. The country is too vast 
" be geared to a federal social security 
Plan, he held, and this function should 
be carried out entirely by the states tak- 
ing care of their own citizens, with the 
€deral government acting only in ad- 
visory capacity. 
€ pointed out the element of dis- 


tim ¢ e n 
Crimination against a large proportion 





of the producing population not included 
in the plan. He also stated that the 
value of money 50 years hence cannot 
be foreseen, therefore the difficulty of 
basing any accumulation plan soundly 
on so great a scheme. A slight variation 
in yield, he pointed out, when applied to 
so vast a reserve fund might mean a 
difference of many millions of dollars. 

Another actuary discussed the accu- 
mulation of the reserve from the view- 
point of economics and finance, holding 
the pay-as-you-go plan was best for the 
old age pensions administered by the 
government. Consumable goods cannot 
be stored and accumulated for a long 
time, he said, and a national group can- 
not safely accumulate enormous demands 
on future generations. 


Linton Amplifies Paper 


Mr. Linton also spoke briefly, empha- 
sizing a point made in his paper. He 
questioned how these vast reserves could 
be safely protected, even if they are 
built up, against political and econornic 
experiments which may be made in the 
future. 

The opinion was general that much 
more study was needed by actuaries be- 
fore they could come to a definite con- 
clusion on all the potentialities of this 
act, and they plan to discuss it again at 
the fall meeting to be held at White 
Sulphur Springs, W. Va., Oct. 26-28, 
jointly with the American Institute of 
Actuaries. 


Discuss Replacing Evil 


There was also considerable discussion 
of replacing old policies, on the paper 
presented last fall by Arthur Hunter, 
vice-president and actuary New York 
Life. Most of the actuaries were of the 
consensus that twisting and rewriting 
can be controlled only by cooperation of 
companies in restricting commissions on 
the rewritten business and by placing a 
surrender charge on policies sufficiently 
high to discourage policyholders from 
changing them. It was pointed out that 
twisting is hardly known to British com- 
panies as they have a very high sur- 
render charge. 

Retiring President Parker gave his 
annual address, pointing out the possi- 
bilities for actuaries in assisting govern- 
ment to plan various measures and 
schemes soundly. The paper was pre- 
sented in part in the issue last week. 


Other Papers Presented 


Among new papers filed were those 
by W. G. Bowerman, assistant actuary 
New York Life, on “Extension of the 
American Men ‘Table’; Edward W. 
Marshall, vice-president and actuary 
Provident Mutual, on “Mortality Experi- 
ence and ther Aspects of Insurance in 
Large Amounts”; R. C. Guest, assistant 
actuary State Mutual Life, on “Mortality 
Experience of the State Mutual.” 

There was also a discussion of the 
papers presented last fall by Kingsland 
Camp, Equitable of New York, on 
“Participating Annuities”; J. E. Hoskins, 
assistant actuary Travelers, on “Changes 
in Policy Forms,” a continuation of a 
subject presented previously in “Trans- 
actions”; Hugh H. Wolfenden, consult- 
ant and statistician of Toronto, on “Ca- 
nadian Employment and Social Insur- 
ance Acts.” Actuary A. D. Watson of 
the Dominion insurance department dis- 
cussed the latter paper. 


Jefferson Standard Convention 


The Jefferson Standard Life an- 
nounced some of the plans for the 1937 
convention which will take place early 
next year in San Antonio. A. R. Per- 
kins, agency manager, recently stated 
that all qualified representatives would 
be given a two-day trip to Monterey, 
Mexico, in addition to the regular two- 
day convention period in San Antonio. 

. J. Schnabel, manager Jefferson 
Standard in San Antonio, has been 
designated as convention host and plans 
are underway to take care of the large 
number of qualifiers. 

In addition to qualifying himself, a 
representative of the Jefferson Standard 
may bring his wife to the convention if 
he doubles the regular qualification re- 
quirements. 
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“PROTECTING THE AMERICAN HOME” 


“We owe no allegiance; we bow to no throne, 























Our ruler is law, and the law is our own.” 
Song of the Vermonters, 1779 


Love of Home literally 
put Vermont on the Map 


A man’s home doesn’t become 
a precious thing until he has 
to struggle to hold it. Back 
there in 1779, neighboring ter- 
ritories looked with greedy 
eyes on what is now Vermont 
and laid claim to practically 
the entire State. One claim 
alone endangered the freedom 
of over sixty townships. Con- 
gress was powerless to help. 
But the Vermonters stoutly 
defended their homes and de- 
clared themselves free and in- 
dependent with the result that 


the State was admitted into 
the Union in 1791. 


How the National Life 
Came into Being 


Nearly sixty years later, 1850, 


‘another little group of Ver- 


monters banded together to 
found a Company for home 
protection to encourage thrift, 
self reliance and financial in- 
dependence among its mem- 
bers. The Company has grown 
to such an extent that, today, 
its policyholders are numbered 
in every State in the Union. 


Let us send you our historical booklet: 


“The National—A Short Story.” 


NATIONAL LIFE 


INSURANCE COMPANY 


Home Ofte? V7 EX RMI ONT 


A Mutual Company, founded in 1850, ‘‘as solid as the granite hills 


of Vermont.”’ 


Even during the depression its assets and surplus 


showed a consistent increase. 
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Receiver for Federal Reserve 





W. R. Baker Has Been Placed in 
Charge of the Kansas City, Kan., 


Life Company 





KANSAS CITY, KAN., May 28.— 
W. R. Baker of this city, former Kansas 
insurance superintendent, has been ap- 
pointed temporary receiver of the Fed- 
eral Reserve Life, the appointment be- 
ing made by Judge Pollock of the fed- 
eral district court. Ancillary receivers 
are appointed: Mr. Baker and J. F. 
Rhodes, Kansas City, Mo., for Missouri; 
Mr. Baker and A. V. Reault of Detroit 
for Michigan; Mr. Baker and H. A. 
Gardner of Chicago for Illinois. Ancil- 
lary proceedings have been instituted in 
Indiana; in Iowa, where the company 
has around $63,000 of property, and in 
Florida, Mississippi, Georgia, New 
Mexico, Oklahoma and Arkansas, where, 
in each state, only a few thousand dol- 
lars is involved. 

Mr. Reault has been the actuary of 
the Michigan department. Massey Wil- 
son, former president of the Interna- 
tional Life of St. Louis and well known 
life insurance manipulator and promoter, 
held the controlling interest of 15,100 
shares of $3 par value stock. Commis- 
sioner Hobbs of Kansas gave a hearing 


two weeks ago and at that time stated 
in his opinion the company was solvent. 
Receivership has been anticipated for 
some time. Bids will be received on 
June 8 for the business. The assets are 
put at $8,597,999 and insurance in force 
about $33,000,000. Clarence Schultz is 
president, H. W. Jordan, vice-president, 
J. H. Sandell, secretary and treasurer. 


To Impound Premiums 


Receiver Baker is writing policyhold- 
ers urging them to preserve their equity. 
All premiums will be impounded so that 
if a policyholder does not desire to con- 
tinue under the reinsurance plan he can 
get a return. No death claims will be 
paid until the reinsurance is effected. 
It is estimated that the company has, 
30,000 policyholders and about $33,000,- 
000 business in force. In 1929 it had 
$72,000,000. It has been paying death 
claims during the last three to six 
months but has delayed payments on 
surrenders. It has been operating over 
13 months without being licensed. Judge 
Pollock in his decision said there were 
very flagrant acts of mismanagement 
and waste of assets. He brought up 
several cases of loans and other manipu- 
lations. A. C. Green, who was vice- 
president, became president after the 
death of B. Frank Bushman. C. J. 
Schultz, who was secretary, succeeded 
Mr. Green as president. 
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SAFETY FIRST." 


“HONOR TO WHOM HONOR 
IS DUE”’ 


The underwriter who produces a large volume of 
new business deserves honor, and usually gets it. Pro- 
duction Clubs bring him special recognition. More 


business has been so WELL SOLD that he not only 





Through special CASH prizes and Conservation 
Plans, INDIANAPOLIS LIFE representatives who do 
outstanding work in conservation in 1936 will be 


HONORED AND COMPENSATED. 


The guiding principle to which the Company has 
always adhered is "TO KEEP QUALITY, SERVICE and 


f honor is the man whose 


of new business, but con- 
onserves the old. 
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Agency opportunities in India 
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Agents Take 10-Day Turn 


in Managing the Agency 





A unique plan to revive a temporary 
lag in activity in his agency has been 
adopted by Frank- 
lin A. van Sant, 
head of the home 
office agency of 
National Guardian 
Life at Madison, 
Wis. 

At a dinner held 
May 20, Mr. van 
Sant frankly told 
the members of his 
agency that he had 
apparently gone 
“stale” on the job 
and that he real- 
ized a drastic rem- 
edy must be 
adopted. The rem- 
edy which he had 
selected was to step out of the picture 
as head of the agency for periods of ten 
days apiece during the next several 
months and to be replaced by one of the 
other members of the group. 

First selected was Kenneth W. Ruba- 
deau, who on May 21 moved into Mr. 
van Sant’s office and took complete 
charge of the agency. During Mr. Ruba- 
deau’s stay as agency head, Mr. van 
Sant reports to him as do all other 
associates and devotes considerable of 
his time to personal production. He 
does not interfere in any way with the 
management of the agency. The usual 
routine of the office as well as sugges- 
tions for improvement in production by 
various members of the agency come 
from Mr. Rubadeau during the ten day 
period. Already excellent results have 
been noted in increased production and 
in revived interest. 

After Mr. Rubadeau’s regime, Mr. 
van Sant will either resume his official 
capacity for a time and later appoint 
another member to take charge or the 
managership will be immediately passed 
on to another of his associates. 














F. A. VAN SANT 


Boulton Elected Head of 
Canadian Agency Officers 





Officers elected at the seventeenth an- 
nual meeting of the Canadian Associa- 
tion of Life Agency Officers, held in 
Quebec, are: President, P. W. Boulton, 
agency superintendent Confederation 
Life, Toronto; honorary secretary-treas- 
urer, J. Cabana, La Sauvegarde, 
Montreal; secretary, J. O. Gallow, Im- 
perial Life, Toronto; executive commit- 
tee: W. S. Penny, Sun Life, Montreal; 
H. N. Watts, Canada Life, Toronto; 
R. M. Huestis, National Life, Toronto; 
J. A. McCamus, North American Life, 
Toronto; F. B. Smith, Metropolitan, 
Ottawa. 

Mayor J. E. Gregoire of Quebec and 
Provincial Superintendent Dugal wel- 
comed delegates. Among those taking 
part in the discussions were E. J. Har- 
vey, superintendent of agencies North 
American Life, presenting the report of 
the joint committee representing compa- 
nies and agents; A. Gordon Nairn, field 
supervisor Life Underwriters Associa- 
tion of Canada; J. A. McCamus, super- 
visor of agencies North American Life, 
who discussed the rating of new men; 
W. C. Henderson, London Life, who 
spoke on gauging the quality of new 
members; Wood, assistant super- 
intendent of agencies Imperial Life, and 
R. S. McDonald, superintendent Can- 
ada Life, who talked on training new 
men. 

K. P. Moore, Manufacturers Life, and 
G. M. Fisher, spoke on production 
clubs; A. P. Earle, president Montreal 
Life, talked on campaigns for new mem- 
bers; W. S. Penny, superintendent of 
agencies Sun Life, and W. F. Smith, 
general superintendent of agencies Con- 
tinental Life, discussed managers’ con- 
tracts. J. M. Holcombe, Jr., manager 
Sales Research Bureau, gave results of 
Canadian recruiting, and L. S. Morri- 





son of the bureau talked on remunera. 
tion of new agents. 


Equitable’s Old Guard 
Elects Sweeney as Its Head 





ATLANTIC CITY, May 28—The 
“Old Guard” organization of the Equit. 
able Life of New York, which includes 
veteran managers and general agents 
held its annual meeting here. 

Speakers included President T, | 
Parkinson, Vice-presidents W. W. Kling. 
man, W. J. Graham, R. D. Murphy, 4, 
G. Borden, and A. E. Tuck; Secretary 
William Alexander; Directors Gage EF. 
Tarbell, W. J. Roddey, J. B. Moore, and 
H. M. Alexander. Managers and gen. 
eral agents who spoke included T, B. 
Sweeney, president of the association: 
R. M. Ryan, Ellsworth Lyman, and E, 
M. Crutchfield. 

Mr. Sweeney was reelected president, 
Other officers for the coming year are 
R. M. Ryan, Detroit, vice-president; E, 
L. Carson, Milwaukee, secretary; Shep- 
pard Homans, New York City, treas- 
urer; R. M. Ryan, Courtenay Barber, 
E, M. Crutchfield, W. A. Duff, A. M. 
Embry, and A. J. Farnsworth, members 
of the executive committee. 


Kenagy to Address Managers 


NEWARK, May 28.—H. G. Kenagy, 
superintendent of agencies Mutual Bene- 
fit Life, will speak at a meeting of the 
Managers and General Agents Associa- 
tion of Northern New Jersey to be held 
here June 3. Mr. Kenagy was one of 
the principal speakers at the sales con- 
gress of the Life Underwriters Associa- 
tion of Northern New Jersey. 


N. J. Insurance Bills Pass 


NEWARK, May 28.—Two insurance 
measures, which passed the New Jer- 
sey legislature, now go to Governor 
Hoffman for signature. One _ permits 
insurance companies to value policy re- 
serves at between 3 and 3% percent and 
the other will regulate the payment of 
insurance by mutual benefit associa- 
tions, 


Asks Claim Fraud Data 


Superintendent Bowen of Ohio has 
sent letters to all life, casualty and 
surety companies licensed in Ohio re- 
questing them to send to the depart- 
ment’s bureau of investigation any in- 
formation they may have, “which may 
reflect upon, or be concerned with, or 
be in any way involved with the state- 
wide investigation, of false, fraudulent, 
fictitious, speculative and_ substitutive 
claims against or concerning or involv- 
ing insurance companies licensed to 
transact business in Ohio.” Mr. Bowen 
says that representatives of the bureau 
are already in the field in connection 
with the work. 


Applying Group Dividends 

An amendment to the group insut- 
ance law of New York has been ap- 
proved by Governor Lehman. The 
amendment provides that dividends oF 
rate reductions hereafter made under 
group life policies, for first or any sub- 
sequent year of insurance, may be ap- 
plied to reduce the employer’s part of 
the cost, except that excess, if any, of 
employe’s aggregate contribution over 
net cost shall be applied for the sole 
benefit of employes. 








MANAGERIAL POSITION 
WANTED 


Position as Branch Manager for large or 
medium size company. At present em- 
ployed as Vice President in charge of 
Agencies for small company. Wishes to 
return to field in former capacity—Age 
39—15 years Life Insurance experience 
—12 years with one company—finest of 
references—Central Middle West, South- 
west or Southern California pref 
Full particulars on request. 


ADDRESS D-38, NATIONAL UNDERWRITER 
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Michigan Association Names 


Herbert Florer President 





GATHERING AT GRAND RAPIDS 





4, E, Patterson, Commissioner Ketcham 
and Mansur B. Oakes Address 
First Spring Meeting 





GRAND RAPIDS, MICH., May 28. 
_The first spring convention of the 
Michigan State Life Underwriters Asso- 
cation held here was a most successful 
one, indicative of the strides made in 
organizing the life insurance fraternity 
of the state. 

The delegates elected Herbert Florer, 
Grand Rapids, general agent Aetna Life, 
as president, succeeding P. J. Crandall 
of Jackson, who was a most active 
executive the past term in laying ground- 
work for coordinating activities of local 
associations and tying them in with the 
National association. Mr. Florer served 
as general arrangements chairman for 
the convention. 


New Regional Vice-Presidents 


New regional vice-presidents, each of 
whom will direct association activities in 
his territory, are: Harold Brogan, Great 
West Life, Lansing; George Lackey, 
Massachusetis Mutual Life, Detroit; 
Jack Rabinowitz, Northwestern Mutual 
Life, Flint, and John B. Goldsmith, Sun 
Life, Kalamazoo. The executive secre- 
tary, who maintains the association’s 
permanent office in Detroit, is Herbert 
B, Thompson. 

The 1937 convention city will be Ann 
Arbor, the meeting again to be held in 
the spring. 

A. E. Patterson, Penn Mutual Life 
general agent at Chicago, the morning 
speaker, and M. B. Oakes, Research & 
Review Service, Indianapolis, who talked 
in the afternoon, both offered sugges- 
tions for building a successful career in 
the life selling field. Commissioner 
Ketcham of Michigan, the luncheon 
speaker, confined himself largely to im- 
pressing upon agents the enormity of the 
business with which they are connected 
and its vital importance in maintaining 
a stable economic structure and per- 
petuation of American institutions. 

Mr. Patterson urged agents to put to 
the public one significant question: “Are 
any of your present-day worries caused 
by life insurance?” Honestly answered, 
he said, the question provides the public 
with realization of the inherent sound- 
ness of the business and of its complete 
trustworthiness as a satisfactory invest- 
ment. 

Oakes is Speaker 


Mr. Oakes, who spoke on “Top Dol- 
lars,” said that a 10 percent increase in 
total income often means a 500 or 600 
percent increase in “top dollars,” the 
extra cash needed by the individual to 
fulfill his dreams for himself and his 
family, 

Resolutions adopted call for an en- 
larged appropriation for the Michigan 
department, amendment of Michigan 
laws to permit probate courts to utilize 
life insurance as an approved investment 
for proceeds of estates administered 
under their jurisdiction and to provide 
greater protection for beneficiaries from 
claims of creditors. 


Entertainment for Actuaries 


MINNEAPOLIS, May 28—J. S. 
Hale, Northwestern National Life, who 
is in charge of entertainment for the 
annual meeting of the American Insti- 
tute of Actuaries, has mailed cards to all 
members to ascertain how many plan 
to spend the week-end in Minnesota 
following the meeting here June 4-5. It 
is believed that many of those attending 
will wish to spend Saturday and Sun- 
ay at one of the Minnesota lakes. 

The evening of June 3 the board of 
governors will have a dinner and ex- 
ecutive meeting. Two business sessions 
will be held June 4 with a dinner dance 
that evening at the Lafayette club. An- 








other business session will be held the 
morning of June 5, while the afternoon 
will be given over to golf followed by 
a dinner at the Minnikahda club. 

Mr. Hale expects that the attendance 
will be about 225, including wives of 
the members. 


Keying Promotional Plan 
To Agent’s Needs Is Urged 


(CONTINUED FROM PAGE 1) 

seen before, asking them if they wished 
a calendar. The calendars were shipped 
to the agent and he delivered them in 
person. The recipients of the calendars 
provided a good list for direct mail fol- 
low-ups. The calendar picture is differ- 
ent for every month and the current 
illustration is used in direct mail adver- 
tising. ; 

The result of Mr. Adsit’s calendar 
program was that it increased the 
agent’s contacts and centers of influ- 
ence. It increased the applications of 
the agents using the plan. Although 
the cost of the calendar is rather high, 
the agent has an excuse to make two 
calls and gets the advertising as well. 

The brilliant depression record of life 
insurance in comparison with other 
forms of investment was brought out by 
Reuben D. Cahn, Chicago “Tribune.” He 
advocated advertising life insurance in 
large metropolitan newspapers because 
more than half of the income tax re- 
turns came from people living in the 13 
largest cities. The newspaper is an 
effective medium for life insurance ad- 
vertising because it reports daily the 
tragedies of life against which insurance 
companies offer protection. There is a 
great opportunity for sale of life insur- 
ance and the saturation point is remote, 
Mr. Cahn said. Life insurance is in the 
comparative situation of development 
that the automobile was in 1909-1910. 
The automobile companies do not de- 
pend on their salesmen alone but help 
them with advertising which creates de- 
sire so the sale can be made. 

The principles involved in a success- 
ful sales campaign were outlined by 
E. E. Kirkpatrick, superintendent of 
agencies of the Ohio National Life. 
The Ohio National is holding a naval 
campaign at the present time. 


Selective Advertising 


The importance of selective advertis- 
ing was stressed by R. C. Budlong, 
Brown & Bigelow, formerly of the 
Northwestern National. In cities of 
15,000 or over direct advertising is the 
most effective plan for the agent, said 
Mr. Budlong. There is no reason why 
an agent who makes 15 interviews a 
week or 750 in a year, at the most, 
many of which are second and third 
interviews, should advertise to thou- 
sands of people. The problem of the 
life insurance agent is to advertise him- 
self and his company to the group from 
whom his 35 to 100 sales a year will 
come. Direct mail is the most obvious 
medium in most cases. It usually is in 
the form of a pre-approach letter to 
introduce the agent and make his call 
casual. It puts pressure on him to plan 
his work in advance and work his plan. 
Advertising can be used to speed up 
and maintain favorable acquaintances 
made in social and business groups. 

; McCarroll, Bankers Life of 
Iowa, said that he secured good sales 
material for his house organ by follow- 
ing up the reports made to the direct 
mail department on sales. He sends out 
a letter to the agent making the sale 
asking him for more specific informa- 
tion. 

Build Morale of Agent 


The best advertising is that which 
builds the morale of the agent, said 


Harry V. Wade, United Mutual, Indi- 


anapolis. The United Mutual follows 
the desires of local men within limits. 
If an agent thinks an advertising me- 
dium is good, there is something to it 
because by accepting his decision the 
company places the burden of responsi- 
bility of following through on the agent. 
To -acquaint Indianapolis people with 





the United Mutual Life as a home city 
company, advertising in the civic theater 
program proved effective, said Mr. 
Wade. 

A. Scott Anderson, Equitable Life of 
Iowa, discussed sales drives. 

Benjamin Getzoff, Central Life of Illi- 
nois, discussed “G-Man Sales 
paign.” 

Displays in Demand 


Fred L. Fisher, Lincoln National Life, 





Cam- | 


said that displays of life insurance are | 
more in demand now than ever before. | 


The Lincoln National Life has devel- 
oped Lincoln displays at the request of 
agents, many of which are now per- 
manent in schools and public buildings. 
Standard displays for all companies in 
order to keep down the cost, were sug- 
gested by Mr. Fisher. 

President Slattery told about the an- 
nual meeting in Chicago Nov. 12-14. 
Cyrus T. Stevens, Phoenix Mutual, is 
chairman of the convention program, 
and will be assisted by L. J. Evans, 
Northwestern Mutual Life; John W. 
Murphy, Life of Virginia; Seneca Gam- 
ble, Massachusetts Mutual. 

A. Scott Anderson, Equitable Life of 
Iowa, will have charge of exhibits. 
These will be divided into three classes 
—companies with $250,000,000 in force 
or less, $250,000,000 to $500,000,000 in 
force, and over $500,000,000. 











“AD” MEET NOTES 





W. TT. Plogsterth, Lincoln National, 
proved an able chairman. 

In order that those in attendance could 
take notes on the many ideas presented, 
tables with pads and note books were 
provided for each one. 

Cc. C. Fleming, Life of Virginia, vice- 


| president of the Life Advertisers Asso- 


ciation, was in attendance and spoke 
briefly. 
Fred L. Fisher, advertising manager 


Lincoln National, told about his effec- 
tive Mother’s Day promotion. He got 
a candy manufacturer and a number of 
department stores to use the Lincoln 
National Life’s famous Lincoln-mother 
picture in their displays. 

George Adsit, manager of agencies 
Girard Life, stopped off from an agency 
trip in the mid-west to give his talk. 

A hurried trip from Milwaukee was 
made by R. P. Thierbach, assistant di- 
rector of agencies of the Northwestern 
Mutual, to make his talk on time con- 
trol. He had to return right after his 
talk. 

J. H. McCarroll, advertising manager 
Bankers Life of Iowa, had a display of 
mimeographed bulletins of individual 
agencies. Most of the print headings 
were designed by him. 

Much interest was shown in the sales 
contest samples distributed by E. E. 
Kirkpatrick, Ohio National superintend- 
ent of agencies, and Benjamin Getzoff, 
agency supervisor Central Life of Illi- 
nois. 
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Are You Interested In: 


e Liberal Policy Forms? 


Guarantee Mutual policies are unrestricted, 
except to conform to Insurance laws and 


e Low Participating Rates? 


Less than a half dozen American companies 
are as low. Check your compendiums. 


eA True Dividend Schedule? 


As nearly true and equitable as is possible 
Has not been reduced since 


adoption four years ago. 


eLow Net Cost? 


Few American companies can equal the low 
net cost of Guarantee Mutual policies. 


If we have ALL of the above features to offer, 
PLUS a place to use YOU— if you are above 
average and there is a reason for you to be 
interested in a liberal General Agents contract 
—tell us your complete story. 


A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 
LIFE COMPANY 


Direct your letter to 


OMAHA, NEB. 
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Utilizing Service of Actuaries 


PRESIDENT J. G. PARKER of the ACTUARIAL 
Society oF AMERICA and actuary of the 
IMPERIAL LiFE of Toronto, in his address 
before the organization called attention to 
the service that well informed and highly 
intelligent actuaries might contribute to 
governments in working out some of the 
baffling and intricate problems relating to 
finance and social security. This contribu- 
tion would be of great benefit, in our opin- 
ion, to Canada and the United States, both 
of which are concerned in making em- 
ployment and old age more secure and try- 
ing to furnish assistance to those that are 
disabled and unable to provide for them- 
selves. 

The scientific evolvement of a plan for 
social security needs the ability of highly 
trained and experienced men. Actuaries 
possess a knowledge and experience that 
would be of tremendous advantage to zov- 
ernments in their efforts to prepare a 
workable plan. 

Until the actuaries were called in on 
pension plans, half-baked and unscientific 
methods used by governments and private 
corporations were often revealed. When 


the time came for ill concocted pensions 
to work, at the peak of the load they 
crumbled. 

The national government in the prepara- 
tion of its vast social security scheme 
could not have done better than to call 
in a committee of competent actuaries for 
criticism and advice. The actuaries of the 
United States and Canada constitute a 
body of professional men, not merely 
mathematicians and technicians but those 
possessing practical knowledge. They 
have gained this practical side by the very 
operations of their companies. Life insur- 
ance administration calls for more than 
theoretical knowledge or fanciful and 
imaginative schemes. Life insurance must 
work. The social security act must work. 
The life insurance actuaries have had 
therefore not only the technical but prac- 
tical training that would be of great value 
to governments. By using the knowledge 
that the actuaries possess and the ex- 
perience they have gained, the governments 
would escape the results of hastily con- 
structed, unscientific and crude experi- 
ments. 


State Insurance Days 


SoME years ago there seemed to have 
been a movement started in a few states 
to feature insurance state-wide by in- 
augurating a state insurance day. In- 
diana may have been the first to have 
such occasion. In times gone by “In- 
diana Insurance Day” was something of 
an occasion. In later years interest 
seems to have died out and the attend- 
ance fallen off. Pennsylvania, however, 
is the banner state, it not being satisfied 


with one insurance day. It now has two 
or three days with great variety in its 
program. This year the big celebration 
takes place in the historic city of Phila- 
delphia. There will be general sessions 
and a big banquet and then there will 
be conferences devoted to the great 
classifications of insurance. Distin- 
guished speakers will be present. It 
will be truly an occasion worth while to 
insurance men. 


Perfect Field for Life Insurance 


TYING up estates is often a disservice 
to a client and his beneficiaries. It is an 
open question whether the best way to leave 
life insurance is not to leave it to the bene- 
ficiary in cash in order to protect the es- 
tate. 

A well considered and well balanced pro- 
gram sold to a policyholder is of course 
a great service to him, There is often rea- 
son to doubt whether a program is well 
considered or well balanced. It is so much 
easier to sell an elaborate program than 
a simple one that life insurance salesmen 
are often carried away by their own argu- 
ments. 

At the Milwaukee convention of the Na- 
TIONAL ASSOCIATION OF Lire UNDERWRIT- 
ERS life men were warned by a trust of- 
ficer of the harm that had come through 
ill considered use of trusts. There was a 
rush of trust plans, tying up estates in or- 
der to escape taxation, and then Congress 


plugged the holes. The result was a large 
number of estates tied up in knots, while 
the purpose of tying them up was defeated 
by later action of Congress. 

An excessive number of elaborate estate 
programs have undesirable features when 
they are thought all the way through. A 
common fault is to advise a gift to a bene- 
ficiary who after all may die first, where- 
upon, after paying the gift tax, the donor 
will have to pay an inheritance tax in or- 
der to get back his own money. 

Free money is probably the greatest need 
of most estates. Free money is needed not 
only for inheritance taxes, but very often 
in order to clear up entanglements. This 
is the perfect field for life insurance. It 
is true that if the money is left to the es- 
tate, it will come under the inheritance tax 
in the higher brackets, but it can be left 
to the beneficiary by having the beneficiary 
pay the premiums. There is a $5,000 ex- 





emption on gifts to individuals, which is 
adequate for most insurance programs. 
The beneficiary can then use the proceeds 
for taxes, for the protection of the estate, 
or for personal maintenance, whichever 





seems advisable. 

Income settlements were all the rage {, 
a long time, but there are many cases where 
too much of the insurance proceeds ate 
tied up on the installment basis, 





—— 





PERSONAL SIDE OF BUSINESS 


—— 








Insurance Commissioner Frank Yetka 
of Minnesota, who met with a severe 
automobile accident as he was going 
to his home at Cloquet, Minn., has now 
left the hospital and last week spent 
an hour or so at his office for two days 
and then went home over the week 
end. He will have to get back into 
his stride gradually. 


Ed S. Villmoare, vice-president of the 
Kansas City Life, suffered another heart 
attack May 23, and his condition is re- 
ported serious. Mr. Villmoare is 71 
years old. 


-_—< 


The Farmers & Bankers Life of 
Wichita, Kan., in honor of its silver an- 
niversary, has put out a brochure, very 
tastefully arranged, with silver treatment 
for a cover, silver inked as to type, and 
streamlined in some of its features. H. 
K. Lindsley is the president of the 
Farmers & Bankers and is immediate 
past president of the American Life Con- 
vention. He was one of the founders. 
Two other men who are big cogs in the 
management are Secretary F. B. Jacobs- 
hagen and Treasurer J. H. Stewart, Jr. 
The company is one of the successful 
institutions of the west. 


— 


Henry W. Bennett, former president 
of the State Life of Indiana, died at his 
home in Indianapolis, May 19. He re- 
tired from the presidency several years 
ago and was succeeded by the late 
Charles F. Coffin in 1930. Mr. Bennett 
was in charge of the investment depart- 
ment. 


_~ 


The colonial home at Wethersfield, 
Conn., of Col. H. P. Dunham, vice- 
president of the American Surety, and 
former commissioner of Connecticut, 
was damaged by fire to an extent of 
several thousand dollars May 20. Most 
of the damage was due to water soak- 
ing valuable antique furniture and rugs. 
The house was unoccupied at the time, 
Col. Dunham and his wife residing in 
New York City. The cause of the fire, it 
is assumed, was the result of workmen 
using a blow torch burning paint off 
the brick walls. They arranged to live at 
Hartford during the summer. 


S. T. Whatley, vice-president in charge 
of agencies, and A. H. Hiatt, Jr., as- 
sistant superintendent of agents of the 
Aetna Life, following a visit to) Texas 
agencies, were guests of Elmer Abbey, 
San Antonio general agent, on a two- 
day fishing trip. 


A. V. Gruhn, general manager of the 
American Mutual Alliance, the principal 
organization of the mutual fire and cas- 
ualty companies, announces that Garfield 
W. Brown of St. Paul, former ‘insur- 
ance commissioner of that state and 
former president of the National Con- 
vention of Insurance Commissioners, 
has joined the Alliance in the capacity 
of special counsel. Within a short time 
he will be devoting his entire time to the 
interests of the American Mutual Alli- 
ance and Jater he will undoubtedly have 





————f 


his headquarters in the Chicago maiy 
office of the Alliance. 

Mr. Brown served as Minnesota coy. 
missioner from Oct. 1, 1929, until May 
16, 1935. He served as president of the 
commissioners’ convention from Febry. 
ary, 1933, until December, 1934. Since 
retiring from office he has been engaged 
in the practice of law in his home city 
and has given especial attention to in- 
surance matters. 


—_ 


George E. Hackman of Jefferson City, 
Mo., retiring president of the Missouri 
Life Underwriters Association and gen- 
eral agent of the Guardian Life at Jef- 
ferson City, is a candidate for the Re 
publican nomination for state auditor, 
He served as auditor from 1917 to 1925, 


The middle New York agency of the 
Equitable of New York with headquar- 
ters at Syracuse honored its manager, 
H. C. Nolting, on the completion of his 
first year there by producing 529 ap- 
plications last month for $1,753,353. This 
is based on examined and _ forwarded 
business. Mr. Nolting went to Syra- 
cuse from New York. 


High officials of the Connecticut Mu- 
tual were present at the victory dinner 
which was given to members of the 
Robert N. Waddell agency at Pitts. 
burgh for the outstanding record which 
it made in 1935. Officials present were: 
Vice-president P. M. Fraser; 
Holderness, vice-president in charge of 
agencies, Secretary H. N. Chandler, and 
Superintendent of Agencies V. B. Coffin. 
Mr. Waddell has been general agent at 


Pittsburgh for two years and in 1935 his § 


agency more than doubled the sales made 
in 1934, showing a paid-for production 
of over $3,000,000. The Connecticut 
Mutual has over $93,000,000 in insurance 
in force on the lives of Pennsylvanians, 
$25,000,000 of which is in the Waddell 
agency. 

Carl R. Marcusen, president and one 
of the founders of the Pacific National 
Life of Salt Lake City, is being pushed 
as a candidate for the Republican nom- 
ination for governor of Utah. So far, 
Mr. Marcusen has made no announce- 
ment concerning his intentions. 

arry J. Brown, assistant secretary 
Pacific Mutual Life, is on an extended 
trip, the first stop being at Phoenix, 
Ariz., and thence to Texas, where he 
visited his company’s agencies. He will 
also go to Denver and Salt Lake City 
before returning to California. 

John M. Pfeil of the Edward A. 
Woods Company, general agent of the 
Equitable Life of New York at Pitts 
burgh, who is prominent in Rotary, was 
elected district governor for the 33rd 
district at the conference in Washington, 
Pa. The duties of the district governor 
are to supervise Rotary activities in that 
domain. He has been associated with 
the Woods agency since 1923 and for 4 
number of years has been resident grou? 
supervisor for the Equitable, operating 
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jrough the agency. He has been the 
vent for many of the large group cases, 
sisted in that portion of the United 
gates Steel Co. group, which was given 
» the Equitable. He also was the ne- 
gotiator in the Westinghouse Manufac- 
ring Company group case, the Union 
switch & Signal, Pennsylvania Water 
Works, American Rolling Mills, etc. 
since 1930, Mr. Pfeil has not missed a 
necting Of Rotary. He is president of 
he Rotary Club at Swissvale, Pa. 


J.P. Zetteler, 67, for 45 years with the 
Northwestern Mutual Life and chief 
derk in the auditing division when he 
retired three years ago, died at his 
jome in Milwaukee from a heart at- 


tack. 

Miss Nan Loughran, publicity director 
Old Line Life of America, has been re- 
dected corresponding secretary of the 
Women’s Advertising Club of Mil- 
waukee. 

Robert M. Morse, head of the licens- 
ing division of the Michigan depart- 
ment, was the victim the past week of 
a burglary in which part of his exten- 
sve stamp collection and a coin col- 
lection of unknown value constituted 
the loot. The burglar or burglars en- 
tered the house while the family was 
qway. Fortunately the more valuable 
portion of Mr. Morse’s stamp collec- 
tion was not at the residence. 


Bert Chillman of the Michigan de- 
partment’s examining force is gravely 
il of pneumonia. He is confined to a 
Detroit hospital, having been taken ill 
while at work on an examination there. 


Benjamin W. Loveland, supervisor of 
caims Connecticut Mutual Life since 
1915, this week completes 55 years of 
service with the company. He is cred- 
ited with having made, in 1911, the first 
search of its kind ever made by a life 
company for lost policyholders, which 
resulted in payment of more than $300,- 
000 to which claim might never have 
otherwise been made. Mr. Loveland is 
an organist and musical director and the 
composer of several cantatas. 


Herbert B. Husted, general agent 
Massachusetts Mutual Life in Syracuse, 
N. Y., died at his home there. He for- 
merly was in life insurance work in 
Rochester, N. Y 

Miss Chlo Peterson, director of pub- 
licity of the Business Men’s Assurance, 
has been elected second vice-president 
of the Advertising Club of Kansas City. 


Mrs, J. B. Reynolds, wife of the presi- 
dent of the Kansas City Life, is in a 
Kansas City hospital recovering from an 
attack of appendicitis. 


Oswald Jacoby, actuary and bridge ex- 
pert, is planning to enter the actuarial 
field in Dallas, Tex., and will give that 
work his major attention, although he 
will not give up his bridge interests en- 
tirely, 

Henry E. Tank, assistant manager of 
the Travelers’ Chicago branch office, 
who has been in charge of the brokerage 
department since 1927 and connected 
with the company 32 years, will retire 
on pension June 1. He is to be feted 
y the agents at a special affair being 
planned. Mr. Tank immediately after- 
wards will leave for his summer place 
at Lake Court O’Rielle, near Hayward, 
Wis, where for many years he has been 
spending the summer. His plans for the 
uture are undecided. Mr. Tank was 
orn in Milwaukee and grew up on a 
farm nearby, when he was about 21 get- 
ting a job as office boy with the New 
York Life in that city. Later he was 
in charge of the clearing house in Pitts- 
burgh, and after some years went with 
the Travelers at Chicago, organizing the 
cashier’s department. He has been as- 
‘istant manager at Chicago for more 
than 25 years. Mr. Tank has a son, E. 
" who is assistant group supervisor in 
the New York City branch, and two 











Heads Actuaries 














M. A. LINTON 


M. A. Linton, president of the Provi- 
dent Mutual Life, who was elected presi- 
dent of the Actuarial Society of America 
at the annual meeting, is one of the real 
geniuses in the business today. Talented 
as a practical actuary, he is also a pop- 
ular and effective executive. He is a 
man of social sense and has contributed 
the results of his thinking to the busi- 
ness as a whole and to the country. He 
has been a constructive critic of the so- 
cial security program and has brought 
home to many non-insurance audiences 
some of the fundamental vices of this 
project. 








sons-in-law connected with the Travelers 
in Chicago, Jack Bond, group assistant, 
and R. J. Bollow, agent. 

An “app” a week for 1,000 consecutive 
weeks is the extraordinary record 
achieved by Eli A. Schweiger, New York 
Life, Jefferson, Wis. He is the first 
agent to attain this record in the north- 
western department of the company. 
Mr. Schweiger joined the New York 
Life in 1914 and has been a member of 
one or more field clubs for 12 years. 
He states his record was achieved be- 
cause “I made up my mind I would 
never let a week go by without securing 
at least one application. I have learned 
through experience that to try to serve 
my clients in a disinterested way and to 
be considerate and courteous at all times 
is the best way to sell myself.” 


Bradford H. Walker, president Life of 
Virginia, has become chairman of the 
educational and refinancing program now 
being launched by the Richmond, Va., 
chamber of commerce. T. Garnett Tabb, 
for many years Richmond general agent 
of the Travelers, now senior member of 
the local agency of Tabb, Brockenbrough 
& Ragland, will be chairman of group 
conferences which will be held daily dur- 
ing the campaign. 


Friends of John W. Petrie, editor of 
the “American Insurance Digest,’ and 
of C. B. Petrie, Jr., vice-president of the 
“Weekly Underwriter,” will regret to 
learn of the death of their mother, Mrs. 
Ina K. Petrie, in New York City May 
25. Mrs. Petrie was born in Georgia and 
was 65 years of age. Besides those men- 
tioned, Mrs. Petrie is survived by two 
other sons, Kelly T. and J. Troy, and 
by a daughter, Mrs. W. J. Morrison, 
whose husband is a prominent insurance 
man of Chattanooga. 


Managers’ School om Coast 


More than 30 Pacific Coast managers 
are planning to attend the sales man- 
agers’ course which will be conducted 
by the Life Insurance Sales Research 
Bureau at Del Monte, Cal., June 1-12. 





Keeping Business 
On the Books 


A recently ended, eight months’ conservation 
competition among the Branch Secretaries 
and Cashiers of The Great-West Life, yielded 
most encouraging results. Compared with the 
corresponding period of a year earlier, lapses 
decreased 22.6%, surrenders for loan decreased 
33.6%, surrenders for cash decreased 21.8%, 
while the proportion of premiums paid in cash 
and repayments on loans showed considerable 
increases. 


Strong cooperation was given by the Field- 
men, and with new business increasing during 
the same period, the Company’s business-in- 
force shows a substantial increase also. 


Agents can play a large part in keeping their 
own business on the books. 


THE 
GREAT-WEST LIFE 


ASSURANCE COMPANY 


Head Office 
WINNIPEG, CANADA 


Business in Force - Over $570,000,000 

















AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED is99 


INDIANAPOLIS, INDIANA 











@ All policy contracts are issued on a non-par- 
ticipating basis with guaranteed benefits at a 
guaranteed low cost. No guesses, no estimates, 
no uncertainties, no change in what the client 
has to pay. 
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NEWS OF THE COMPANIES 





New Management in Charge 





every 





Mutual Union Life of Seattle Has 
Chosen L. H. Millikin as President 
—Other Changes 








month 


W 


Consistent month-after-month 
gains of insurance in force tell 
the story of Provident's march 


of progress. 


During the first four months of 
1936 Provident Life and Acci- 
dent Insurance Company _in- 
creased the total insurance in 


force by 
$6,413,053.00 





® January Gain... 
$1,408,765 


® February Gain... 
$1,412,217 


® March Gain... 
$1,973,773 


® April Gain... 
$1,618,298 





"Consistent Gains'' has become 
more than a mere watchword 
with Provident Producers—it's a 


"workword'"'! 


PROVIDENT 


CHATTANOOGA 


protecting provident people 
since 1887 


LiFe © °* ACCIDENT 
* HEALTH GROUP ® 





SEATTLE, May 28.—Control of the 
new Mutual Union Life has been ac- 
quired by new interests headed by L. H. 
Millikin, who was formerly vice-presi- 
dent of the old Western Union Life of 
Spokane and more recently with the 
investment department of the Sun Life 
of Canada in Washington. He has been 
elected president succeeding George P. 
Jacobs, who continues on the board. A 
new executive committee and a new 
actuary will be chosen but announcement 
for the present is being withheld by 
President Milliken. R. R. Anderson 
has resigned as vice-president and gen- 
eral manager, stating that he has no 
definite plans for the future. Mr. Jacobs 
was formerly vice-president and agency 
manager of the First National Life of 
Tacoma and later was connected with 
the Northern Life of Seattle as inspector 
of agencies and manager of the agency 
service department. For the last two 
years he has been assistant to the presi- 
dent and district supervisor for the 
Northwestern Life & Accident. 

Mr. Anderson resigned as regional 
director of the Yeomen Mutual Life of 
Des Moines in the Pacific northwest to 
take the position with the Mutual Union 
Life not long ago. 





Predict Further Reduction 
in Missouri State Liens 





ST. LOUIS, May 28.—Superintendent 
O’Malley has revealed that a further re- 
duction of from $3,000,000 to $5,000,000 
in the liens on the policies of the old 
Missouri State Life may be made by the 
General American Life at the close of 
1936. 

When the General American Life took 
over the business in September, 1933, 
a lien of 50 per cent was placed on the 
reserves of certain of the Missouri State 
Life policies. At the close of 1934 the 
General American Life made a reduc- 
tion of $3,300,000 in the liens, a cut of 
12 per cent. 

In the absence from St. Louis of W. 
W. Head, president of the General 
American, Allen May, attorney for the 
company, said the examiners of various 
states now conducting a convention ex- 
amination of the General American Life 
had expressed the opinion that the 
condition of that company and the en- 
hancement of the value of various Mis- 
souri State Life assets under the manage- 
ment of the new company might permit 
a reduction of as much as $5,300,000 in 
the present liens. However, they have 
not yet taken the matter up with Presi- 
dent Head officially, nor with the com- 
pany’s board of directors. 

Superintendent O’Malley revealed the 
bright prospects for the Missouri State 
Life policyholders in answer to a recent 
statement by C. I. Dawson of Louisville, 
former federal judge, and also for- 
merly a _ director of the Missouri 
State Life, that he planned to “call Mr. 
O’Malley to account for his connection 
with the reinsurance of the Missouri 
State Life and for other matters in con- 
nection with that company.” 





New South Carolina Company 


The Calhoun Life, Greenville, S. C., 
has been chartered to write industrial 
and intermediate life insurance. Officers 
are: L. C. Williams, president; W. R. 
Deal, vice-president, and J. W Mims, 
secretary-treasurer. 


California Examinations On 





The California department is now ex- 
amining the Pacific Mutual Life and the 
Progressive Life Association. 








Report on the Mutual Trust 





Illinois Insurance Department Gives 
Company Clean Bill of Health After 


Rigid Examination 





The Illinois department has made its 
report on the Mutual Trust Life of Chi- 
cago as of Dec. 31 last. Its assets were 
$34,950,673, surplus $1,206,107. The re- 
port says that the company is managed 
by men well qualified by long experience 
who devote their entire energy to the 
interest and welfare of the business. The 
report says, “Officers’ and directors’ 
compensation appears moderate in keep- 
ing with the conservative and economi- 
cal policies of the company.” 

The company at the end of the year 
had $154,443,920 insurance in force. The 
first year commissions on gross pre- 
miums last year were 40.32 and on re- 
newals 4.8. In 1934, the first year com- 
missions were 45.56 and renewals 5.2. 
On annuities last year the commission 
was 5.5 and on renewals 4.3. The com- 
pany has 302 farm mortgages of value 
$2,062,066 and 426 city with a value of 
$3,806,334. The rate of interest earned 
on mortgages ranges from 3% to 8 per- 
cent. The Mutual Trust has $5,498,865 
government bonds at par value, $3,391,- 
513 county and municipals, $1,450,860 
railroad, $4,781,000 public utilities. In- 
vestment value of the bonds is $15,- 
618,373. 





National Life, U. S. A., Dividend 


P. J. Lucey, receiver of the National 
Life, U. S. A., is distributing a dividend 
of 5 percent to all creditors, plus a divi- 
dend of one-half of 1 percent to policy 
claimants. 

The superior court of Cook county, 
in which the liquidation is being han- 
dled, has ruled that the deposit of se- 
curities made by the company with the 
director of insurance of Illinois was for 
the special benefit and protection of 
policyholders only, and that poiicyhold- 
ers or their assigns who filed claims 
which have been allowed by the court 
are entitled to their pro rata share of 
this fund, which is $158,652.11. This 
fund provides the one-half of 1 percent 
for policy claimants. This dividend does 
not apply to non-policy claims. 

The amount of the final dividend to 
be paid will depend upon the amount 
allowed on claims not yet disposed of, 
and the preferences, if any, that are 
granted as to assets. A number of 
claims are being contested. 





California Association Reinsured 


The Consolidated Mutual Life Associ- 
ation of Los Angeles is reinsuring all 
outstanding policies of the El Dorado 
Mutual Life Association of that city. 
The certificate of the El Dorado was 
canceled some time ago because of its 
failure to pay claims in full. 








Company Men 
Medical Director 


Dr. Albert S. Irving of the Prudential, 
Former Medical Supervisor, Joins 
Jersey City Company 





Colonial’s 








E. J. Heppenheimer, president Colo- 
nial Life of Jersey City, announces the 
appointment of Dr. Albert S. Irving as 
medical director to succeed the late Dr. 
John Nevin. Dr. Irving for the past 
five years has been medical supervisor 
of the Prudential. He graduated from 
the University of Texas medical college 
at Galveston in 1926, and Trinity Uni- 
versity, Waxahachie, Tex., in 1921, with 
A. B. deeree. His internship was at the 





U. S. Marine Hospital in New Orleans. 





For three years he served in the y N 
Public Health Service as a commission) 
officer, and was on duty in Louisiana fo 
several months during the Mississipp; 
flood of 1927. He was with coast guar 
on patrol with the destroyer “Force” off 
Florida coast and had a period of time 
at Ellis Island Hospital and the y, 5 
Quarantine Station at Rosebank, Staten 
Island, before he began service with the 
Prudential. 


Garnett Cannon Promoted 


Garnett E. Cannon, former assistant 
actuary, has been advanced to the new 
position of assistant secretary-actuary 
by the directors of the Oregon Mutyal 
Life. He is a graduate of the school 
of actuarial science at the University of 
Toronto and has been with the Ore. 
gon Mutual eight years. 








Fordyce Had Wide Experience 


James P. Fordyce, director of agencies 
of the Manhattan Life, who has been 
appointed vice-president and agency di. 
rector, has been in the business for 95 
years. He started in 1911, when he was 
18 years old, as a home office clerk. He 
has been agent, home office supervisor, 
general agent, director of agencies and 
now becomes vice-president. For seven 
years ending in 1922 he was agency di- 
rector of the New World Life and more 
recently was connected with the Nor. 
thern Life of Seattle. He has been 
connected with the Manhattan Life since 
1934 as director of agencies. 


Want Divorce of N. J. Bank 


and Insurance Supervision 





NEW YORK, May 28.—Separation 
of the present department of banking 
and insurance of New Jersey and the 
creation instead of a distinct bureau for 
each was advocated by President L. G. 
McDouall of the New Jersey State 
Bankers Association at its annual con- 
vention at Atlantic City. In urging 
bankers to work for the formation of a 
separate banking department Mr. Mc- 
Douall urged that the post of commis- 
sioner be given to an experienced fi- 
nancier, who would be paid an ade- 
quate salary and whose term of office 
would be fixed at five years. Insurance 
interests would doubtless welcome the 
creation of a department whose sole 
function would be supervision of insur- 
ance affairs. 

The bankers’ association formally 
went on record as favoring the proposed 
change. 


Miss Elsie Lotz, for 20 years secretary 
to Charles A. Macauley of Detroit, state 
agent John Hancock ordinary depart- 
ment, died from pneumonia. 















THE RECORD SHOWS 


THIRTY YEARS 
of 


PERFORMANCE 
STABILITY ¢ SECURITY 


THE LAFAYETTE 
LIFE INSURANCE CO. 


F. L. ALEXANDER W. R. SMITH 
President Field Vice-Presidem 


JACK NEIL, Superintendent of Agencies 
LAFAYETTE, INDIANA 
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LIFE AGENCY CHANGES 





—__ 


New Manager at Columbus, O. 





Union Central Life Promotes J. H. 
McCullough, Assistant Manager of 
the Minneapolis Agency 





James H. McCullough, assistant man- 
ager Union Central Life at Minneapolis, 
has been appointed manager of the 
Columbus, O., agency. He_ succeeds 
Benjamin H. Ooley, who has been head 
of the central Ohio agency since 1929. 

Mr. McCullough, who was assistant 
in Minneapolis to Paul Hommeyer, 
joined that agency early in 1932 as an 
agent, was made assistant to the man- 
ager and placed in charge of new organ- 
iation the following fall. He has spent 
nearly 20 years in sales and sales man- 
agement work. In 1928 he became agent 
for a western company, and joined the 
Union Central three years later. 


Began with Travelers 


Benjamin H. Ooley entered the life 
insurance business on the home office 
staf of the Travelers. In 1914 he be- 
came assistant field superintendent with 
the Aetna. In 1922 he joined the Union 
Central home office organization as 
supervisor in the agency department, re- 
maining until July, 1925. At that time 
he was made assistant manager at 
Columbus and assumed the managership 
of the agency in 1929. The quarters of 
the Columbus agency have been moved 
from 33 North High street to the Beggs 
building, corner of High and State 
streets, 





Lincoln National Names Aurell 


The Lincoln National Life has ap- 
pointed Paul W. Aurell as general agent 
in Arizona with headquarters in the 
Standard Insurance Agency, 35 West 
Jefferson street, Phoenix, Ariz. 

Mr. Aurell has been in the life insur- 
ance business for the past six years and 
has had experience in both personal 
sales and managerial capacities. He was 
formerly in life insurance sales work in 
Pueblo, Kansas City and Wichita. He 
was born in Japan, where his parents 
are missionaries, and he lived there un- 
tii ready for college. 





Provident’s Texas Appointments 


Roy Cox has been appointed general 
agent of the Provident Life & Accident 
in Houston, Tex. After an extended 
bank career, he entered life insurance 
with the Franklin Life in Houston in 
1929, becoming general agent two years 
later. He went with the Aetna Life in 
1933, A. C. Henderson has been ap- 
pointed general agent in Dallas, with 
offices at 301 Great National building. 
He has been with the Pacific Mutual 
there for the past five years. 





Moorhead to Hampton, Ia. 


R. D. Moorhead of Tulsa, Okla., sec- 
retary treasurer of the Tulsa Life Un- 
derwriters Association, is being trans- 
ferred to Hampton, Ia., where he will 
represent the Equitable Life of Iowa as 
special agent, 


Made Long Beach General Agent 


R. B. Hathaway has been appointed 
general agent of the Pacific Mutual 
Life at Long Beach, Cal. He has had 
1 years’ experience in life insurance in 
St. Louis, with his father, J. F. Hath- 
You? manager Mutual Life of New 








Name Manager at Sherman, Tex. 


ne G. Caskey, who is a graduate of 
the Harvard University School of Fi- 
Nance has been appointed district man- 
ager at Sherman, Tex., of the Connecti- 
cut Mutual Life under the E. F. White 
Seneral agency of Dallas. 








Makes Change at Pittsburgh 





State Mutual Life Appoints G. H. Moore 
to Succeed Wigginton; Has Been 
with Penn Mutual 





The State Mutual Life has appointed 
G. Harold Moore as general agent at 
Pittsburgh. He succeeds F. C. Wiggin- 
ton, who was named in charge of the 
Pittsburgh office of the Bankers Life of 
Iowa. 

Mr. Moore has had nine years’ expe- 
rience as agent and supervisor in Pitts- 
burgh. In 1927 Mr. Moore made his 
first life insurance connection, becoming 
agent for the Connecticut. Mutual and 
was later part-time supervisor with the 
Penn Mutual. In 1932 he became full- 
time supervisor of a unit of that com- 
pany’s Pittsburgh organization, and 
has held that position until the present 
time. 

Born in Altoona, Pa., Mr. Moore had 
all his preparatory schooling there and 
was graduated from the University of 
Pittsburgh. He is president Pittsburgh 
Supervisors Club. 





Dorwart with Fidelity Mutual 


George H. Dorwart, formerly assist- 
ant manager of the Guardian Life in 
Philadelphia, has been appointed super- 
visor connected with the head office 
agency of the Fidelity Mutual there. He 
is a native of the city. He started inthe 
banking field after two years of special- 
ization in the American Institute of 
Banking. He entered insurance eight 
years later. In 1933 he was appointed 
supervisor of the Guardian Life agency. 





Now Hunter & Hunter 


The Wallace G. Hunter agency of the 
Kansas City Life, which covers northern 
California, Nevada, Utah, and Southern 
Idaho, has been reorganized as the 
Hunter & Hunter agency. Wallace 
Hunter, Jr., has joined his father in a 
partnership, and has taken charge of 
the Salt Lake City headquarters. The 
San Francisco office will be under the 
father. 





Levesque Succeeds Eames 


G. E. Levesque, recently elected pres- 
ident Boston Life Supervisors Club, has 
resigned as field assistant of the Trav- 
elers in Boston to become assistant man- 
ager James V. Gridley agency, Connecti- 
cut General Life, in Boston. He suc- 
ceeds H. B. Eames, who resigned to be- 
come Boston general agent Continental- 
American Life. 





Joins Acacia in Texas 


Graham Kirkpatrick, formerly man- 
ager of the Atlanta agency of the Pro- 
tective Life of Birmingham, has been 
appointed San Antonio, Tex., agency 
manager of the Acacia Mutual Life. 





Transferred to New Orleans 


The Life of Virginia has appointed 
W. G. Hantske, formerly manager at 
Columbia, S. C., as manager of the New 
Orleans office. 





Watson Youngstown Manager 


L. O. Watson has been appointed dis- 
trict manager of the Penn Mutual at 
Youngstown, O., to succeed H. G. Woll- 
ter, who is transferred to Canton, O. 
Mr. Watson has been associate: manager 
of the Penn Mutual at Youngstown. He 
was formerly merchandise manager at 
McKelvey’s department store there. 





Opens Union City Branch 


A branch office of the Newark agency 
of the Prudential has been opened in 
Union City, N. J., under the supervision 
of Assistant Manager J. H. Kaplove. 













HELP FOR THE 


MAN WHO SELLS... 


For the man who finds pros- 
pecting a major problem, our 
effective Direct-Mail is the 


solution. 


A genuine interest in the Fieldman’s 
progress has contributed in a large 
measure to the success of our Agency 
family. 


Agencies Available 


Oxp yf NE, 7 


LIFE 


/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 
ACCIDENT 

















“Increased Profits...” 
THROUGH ‘Wide-Spread* COVERAGE 


GROUP—Life, A. & H., Medical Reimbursement. 


™@ $PECIALIZED LINES... 


SALARY DEDUCTION—Life, A. & H. 
CREDITORS’ INSURANCE. 

INCOME DISABILITY—Both Men & Women. 
CHILDREN’S INSURANCE. 


™ $UB-STANDARD LINES .. . 


CONSIDERATION OF SPECIAL RISKS* 


THE EXCESS ABOVE A SINGLE COMPANY'S RETENTION, Accepted by— 


OCCIDENTAL LIFE 


INSURANCE COMPANY 


V. H. JENKINS: Vice President 
in charge of Producti 


*Physical. 


*Occupational. *Racial. 


@ SURPLUS... 


of California 

















Are You Interested 
in Territory in— 


O ILLINOIS 


O INDIANA @O MICHIGAN (Of MINNESOTA 


Check the ter- 
ritory, fill in 
the coupon, 
and return to 


ROCKFORD LIFE INSURANCE CO. 





O KANSAS 


Rockford, Illinois 
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/ | ACTUARIES 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansonre Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 























ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING \ACTUARY 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 














Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 
Organization, Management, Tax Service 

Washington Office Investment Bldg. 


INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 



































HARRY C. MARVIN 
Consulting Actuary 
807 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 


MISSOURI sen 


ALEXANDER C. GOOD 


Consulting Actuary 
Cemral Missouri Trust Company Bldg. 
Jefferson City, Missouri 


























Frederic S. Withmgton 
Consulting Actuary 
3642 Central St. 
Kansas City, Mo. 
Telephone, Valentine 8068 


NEW YORK 














MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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Established 1865 by David Parke Fackler 


FACKLER and BREIBY 
Consulting Actuaries 
Edward B. Fackler William Brelby 
& WEST #TH STREET NEW YORK 














PENNSYLVANIA 





FRANK M. SPEAKMAN 
Consulting Actuary 


Fred E. Swartz, C. P. A. 
E. P. Higgins 2 


THE BOURSE PHILADELPHIA 














SALES MEETINGS 





Lincoln National’s Meetings 





Agency Conventions Will Be Held at 
Hot Springs, Va.; Green Lake, Wis., 
and Del Monte 





Programs have been announced for 
the 1936 sales meetings of the Lincoln 
National Life, the eastern agents to 
meet at Hot Springs, Va., June 18-20, 
and those of the central states at Green 
Lake, Wis., June 24-26. Vice-president 
and Director of Agencies A. L. Dern 
will be in charge of both meetings. At 
the eastern meeting A. H. Hammond, 
superintendent of agencies, will speak 
on “Effective Working Methods.” At 
the central western meeting, Superin- 
tendent of Agencies J. P. Carroll will 
elaborate on the same subject. W. T. 
Plogsterth, director of field service, will 
speak at both meetings. 


Others on the Program 


At the eastern and central western 
meetings, Dr. E. Thornton, second 
vice-president and medical director, and 
Second Vice-president and Manager of 
Agencies C. F. Cross will speak. At 
the eastern meeting, President Arthur 
F. Hall will talk on “The Spirit of Our 
Organization,” while at the central 
western meeting Executive Vice-presi- 
dent A. J. McAndless will appear in the 
same role. At the eastern meeting, M. 
B. Cohill of the Equitable Life of New 
York at Pittsburgh will be the guest 
speaker, and will talk on “Prospecting.” 
At the central western meeting, Bert C. 
Nelson of the Northwestern Mutual 
head office agency, Milwaukee, will take 
the same subject. Field men will discuss 
various subjects, dealing with prospect- 
ing, recruiting, sales talks, closes, pro- 
gramming, etc. There will be a forum 
for general agents at both meetings. 

On the last day of the meeting there 
will be round table discussions. 

The Pacific Coast regional meeting 
will be held at Del Monte, Cal., July 


13-15. 


B. M. A. Prospecting Plan Is 
Explained at Agents Meet 


W. T. Grant, president Business 
Men’s Assurance, outlined to 75 agents 
from Missouri, Nebraska, South Dakota, 
Minnesota and Iowa, a simple, practical 
programming method evolved as a reg- 
ular B. M. A. sales method, at a Kansas 
City meeting. It is built around an at- 
tractive folder which asks, “Is your fi- 
nancial program planned with equal 
care?” and carries a picture of a young 
couple studying plans and framework 
of their home. The prospect can check 
his financial program to make 3ure es- 
sentials are provided for, and determine 
the best order in which to add to his 
insurance. The whole is termed the 
“house of protection.” 


Helps to Meet Objections 








The plan was evolved, Mr. Grant 
said, to give salesmen something with 
which to meet the argument “I have all 
of your services I need.” He said, “Life 
insurance in most cases is bought piece- 
meai. If people used as poor judgment 
in building a house, they would have 
two or three rooms partly finished and 
proceed to buy oil paintings for the 
kitchen walls, rather than completing es- 
sential rooms and adding others.” 

The most necessary thing in closing 
a sale is to have someone to talk to, 
N. H. Randall, Missouri, agent, told 
salesmen in a talk on “Closing the Sale.” 
He has found closing easiest after 
supper. 

R. J. Costigan, Missouri manager, pre- 
sided. J. C. Swift, director, welcomed 
agents. J. C. Higdon, vice-president in 
charge of sales; M. C. McKay, assistant 
secretary; W. E. Maupin, home office 
supervisor at Cedar Rapids, Ia.; Mr. 
Costigan and agents were on the pro- 





gram. The meeting closed with a din- 
ner-dance. 


Interstate Officials in Georgia 


Albany, Ga., agents of the Interstate 
Life & Accident attended an all-day out- 
ing and sales conference, with several 
officials from the home office present, 
including G. K. Henshall, vice-president; 
Frank Sutton, manager of agencies, and 
Clarence Wilkerson, supervisor, together 
with J. W. Tanner and J. T. Davis of 
the Columbus office. J. C. Edgar, Al- 
bany manager, presided 


Ingraham Talks at San Diego 


R. L. Ingraham, associate general 
agent of the Northington agency of the 
Connecticut Mutual in Los Angeles, ad- 
dressed the John H. Goodwin agency 
of his company in San Diego. Speak- 
ing of professional aspects of life insur- 
ance and the Connecticut Mutual’s 
“Land Rush” now in progress on the 
Pacific Coast, Mr. Ingraham aroused 
enthusiasm of the “Goodwinners” and 
predicted that Los Angeles and San 
Diego agencies would file on more acres 
in “Commission Land” before the end 
of the “Rush” on June 30. 


Prudential Officials on Coast 


President Edward D. Duffield of the 
Prudential held an agency meeting in 
Los Angeles which was attended by the 
entire field force of all Prudential offices 
in the city and vicinity. President Duf- 
field spoke on the progress and stand- 
ing of the company. Other executives 
from the home office who were present 
and gave talks were Vice-Presidents H. 
B. Sutphen, J. P. Mackin and G. H. 
Chace. They attended the regional at 
Del Monte for all Pacific Coast offices, 
California, Oregon, Washington, Mon- 
tana and Utah, including managers, su- 
perintendents of districts and leading 
agents. Following the Del Monte meet- 
ing a local meeting was held in San 
Francisco. 





Security Mutual Convention 


The agency convention of the Security 
Mutual Life of Binghamton, N. Y., will 
be held at the home office, July 7-9. 
There will be a program of entertain- 
ment. Business talks will be conducted 
by the agents and members of the home 
office staff. 





Mersfelder to Hold Camp Meeting 


The L. C. Mersfelder agency of the 
Kansas City Life in Oklahoma will hold 
its annual camp meeting the first week 
in June at the Sequoia ‘Club on the IIli- 
nois river near Tahlequah, Okla. 





Meeting at Holdrege, Neb. 


The Bankers Life of Nebraska held a 
district meeting at Holdrege, Neb. H. 
O. Johnson, Hastings district manager, 
and C. Petrus Peterson of the home of- 
fice at Lincoln were in charge of the 
meeting. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 

»,etc. Supplementing the “Unique Manual- 
Digest,” publis! annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 


























United Mutual’s New Form 


The United Mutual Life of Indian- 
apolis is issuing a continuous premium 
endowment at age 90 non-medical policy 
for a flat premium of $10 annually, divi- 
dends being payable after the first year. 
The policy has cash value, paid up and 
extended insurance features. At age 15 
the policy has a face value of $625 with 
$2 cash value and $6 paid up insurance 
at the end of the third policy year; at 
the end of the 20th policy year the cash 














value is $87 and paid up insurance $232 
At age 50 the policy has a face value of 
$210 with $5 cash value and $8 paid y 
insurance at the end of the third veel 
at the end of the 20th year the cag 
value is $99 and paid up insurance $131, 
The first year’s insurance is term jn, 
surance and values are based on the 
American Experience table with interest 
at 3% percent. The surrender charge 
never exceeds 2% percent of the face 
‘amount of the policy. 











































Columbian National Life 


In an article relating to the new 
“Minute Man” policy of the Columbian 
National Life, rates for an endowment 
option to mature the policy as pre. 
sented were semi-annual and not ap. 


























nual. The annual rates without dis. 
ability, are: 

Ag Pre Age Prem. Age Pr 
20....$11.22 29....$13.14 38... .s1¢0 
aS i ee Ye 13:41 989.. 

22 11.58 31. 3.68 40.. 

23. 11.78 32. 13.97 = 

24. 11.98 33. 14.27 42.. 

25. 123.19 34. 14.59 43.. 

26. 12.41 85. 14.92 44. 

27 12.65 36. 15.27 45. 

28. 12.89 37. 15.63 
















News of Pacific 
Coast States 

















Cowles Presides at U. S. C. 


Life Insurance Conference 





J. H. Cowles, president Life Man. 
agers Association of Los Angeles and 
general agent Provident Mutual, pre- 
sided at the life insurance conference 
of the University of Southern California, 
The program included “The University’s 
Program of Study,” by Dr. C. J. Rock- 
well, lecturer on insurance; “A Business 
Man’s Idea of a Life Insurance Course,” 
W. T. Shepard, general agent Lincoln 
National; “Indirect Influence of Non- 
Vocational Students,” A. A. Dewar, 
agency manager Equitable of New York, 
and “Direct Influence of Non-Vocational § 
Students,” R. R. Roberts, general agent 
State Mutual. 


Sun Life Agency Gets Cup 

The Sun Life agency in Denver came 
into possession of a silver loving cup by 
virtue of defeating the Penn Mutual 
agency there in writing policies during 
Life Insurance Week. ‘The contest is 
held every year by the two companies 
as an added incentive, the one winning 
three times in succession to get pet- 
manent possession of the cup. The Su 
has now won three successive times, 
and wrote $131,000 in the last contest to 
$78,000 written by its opponents. 





Honor Los Angeles Veterans 


Members of the Life Insurance Man- 
agers Association of Los Angeles and 
directors of the Life Underwriters’ As 
sociation of Los Angeles attended 4 
dinner there in honor of Los Angeles 
men who have been in the business and 
members of the association for 25 yeats 
or more. This group includes Robett 
A. Brown, Pacific Mutual; H. B. Nelles, 
manager Prudential; B. P. Rouse, get 
eral agent Mutual Benefit; C. S. Mont 
gomery, National of Vermont; W. & 
Murphy, general agent Northwesterl 
Mutual; George Ayars, C. E. Bent and 
Roy Denny, Travelers; T. A. Waltrip, 
and G. L. Davis, Pacific Mutual. The 
dinner was sponsored by H. G. Saul, 
general agent John Hancock Mutual 
and president Life Underwriters Ass 
ciation and J. H. Cowles, general aget! 
Provident Mutual and president of the 
Managers Association. Mr. Saul was 
toastmaster. 


Henneberry Well Insured 


Paul R. Henneberry, the young stut 
ent at Williams College, who was rot 
and killed by a fellow student who ha 
become crazed, is reported to have bee? 
insured for $150,000. Young Hennt 


berry’s residence was Chicago. 










——— Oe 


BRil 








LIFE INSURANCE EDITION 


15 











y 29, 1936 
=—=— 
rance $239 
ce value of 
$8 Paid up 
third year: 
' the cas 
‘ance $131, 
} term jn. 

On the 
interest 
er Charge 
f the face 





ife 





5. < 


‘erence 


fe Man- 
eles and 
tal, pre- 
nference 
alifornia, 
versity’s 
J. Rock- 
Business 
Course,” 
Lincoln 
of Non- 
Dewar, 
w York, 
cational @ 
al agent 


up 
er came 
cup by 
Mutual 
during 
ntest is 
mpanies 
winning 
et per- 
he Sun 

times, 
ntest to 


‘ans 
> Man- 
es and 
rs’ As 
ded a 
ngeles 
ss and 
| years 
Robert 
Nelles, 
, gel 
Mont- 
W. K. 
estern 
it and 
altrip, 
The 
Saul, 
futual 
Asso- 
agent 
yf the 
was 





stud- 

shot 
had 
beet 
nine 






























LEGAL RESERVE FRATERNALS 





kre Seeking O’Malley’s Scalp 





faternal Leaders in Missouri Form 
Protective League to Prevent His 
Reappointment 





sT, LOUIS, May 28.—In the hope 
they can drive Superintendent O’ Malley 
ot of office, leaders of various frater- 
mls are perfecting a state-wide general 
ampaign committee to work against the 
jomination of L. C, Stark of Louisiana, 
Yo, as Democratic party candidate for 
governor of Missouri. The decision 
ume after a committee of 15 fraternal 
epresentatives met Stark and W. L. 
Bouchard, his campaign manager, and 
sought to commit him to a pledge not to 
rappoint O’Malley as superintendent if 
he is elected governor. 
Ask About Big Tax Bill 


The fraternalists also asked as to 
whether Stark approved the O’Malley 
suit to collect about $15,000,000 premium 
tx from fraternals operating in the 
state. While O’Malley’s name was not 
mentioned in the interview the inference 
was plain. The fraternal men asked 
Stark if he were elected whether he 
would refuse to appoint or reappoint as 
superintendent anyone antagonistic to 
fraternals or laws in force relating to 
them. Stark would not answer, saying 
only that he was friendly to the frater- 
nal system. 

Makeup of Committee 


The general campaign committee, 
known as the Fraternal Protective 
League, consists of one representative 
of each of the 62 fraternal societies op- 
erating in Missouri. C. F. Wescoat, St. 
Louis attorney, is chairman. There will 


be local committees in the 114 counties 
and St. Louis, furnished with names of 














Stability — Safety 
Performance 


ASSETS 
$13,750,000.00 


CLAIMS PAID 
$1 14,000,000.00 


The Standard Life 


Association 


Lawrence, Kansas 


GEO, R. ALLEN JOHN V. SEES 
resident Secretary 
T. J. SWEENEY 
Treasurer 
(ren 
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all fraternal certificate holders, who will 
be asked to get pledges of persons to 
vote against Stark at the Democratic 
primary election in August. 

The fraternalists are satisfied with the 
promises given them by J. W. Barrett, 
former attorney-general, the leading Re- 
publican candidate for governor. The 
fraternals also hope to get members of 
various funeral benefit societies and 
town mutual fire companies to work 
with them against Stark. 


Are Circulating Petitions 


Initiative petitions are being circu- 
lated throughout the state seeking a vote 
on a proposed new insurance code that 
ignores some provisions of Superinten- 
dent O’Malley’s code bill. O’Malley 
charged that persons having only selfish 
interests in mind were behind the move- 
ment. He plans to ask the Democratic 
and Republican parties at their state 
conventions after the primary elections 
to indorse an insurance code substan- 
tially like the one defeated in 1935. 

The next step in the fight between 
O’Malley and the fraternals came a few 
months ago when he entered into a con- 
tract with James P. Aylward, chairman 
of the Democratic state committee, and 
Jerome Walsh, both Kansas City at- 
torneys, agreeing to pay them 25 per 
cent of any sum they might recover 
from the fraternals under the 2 per cent 
state tax on insurance premiums. Suits 
aggregating some $15,000,000 have al- 
ready been filed against various frater- 
nals and other such suits are also con- 
templated. Last week several of the 
fraternals went into the federal court in 
an effort to have their position under 
the 2 per cent tax law defined. They 
insist that for thirty-two years they have 
been operating in Missouri without being 
compelled to pay the 2 per cent tax. 
They say that if O’Malley is successful 
in his fight to collect the tax it would 
result in the ruination of the fraternals. 
And they do not propose to stand idle 
while that is transpiring. Hence the de- 
cision to go down the line at the polls 
on August 4 against Stark, who they 
feel will rename O’Malley if elected. 





John V. Sees in New Position 





Becomes Supreme Secretary of Stand- 
ard Life of Lawrence, Kan., Suc- 
ceeding Late S. S. Baty 





John V. Sees of Huntington, Ind., has 
been elected supreme secretary of the 
Standard Life of Lawrence, Kaun., to 
succeed the late Samuel S. Baty. Mr. 
Sees and his family will soon locate at 
Lawrence. He is a native of Hunting- 
ton and has been connected with in- 
surance companies for 30 years. He is 
a graduate of Indiana State Teachers 
College and later studied at the Uni- 
versity of Indiana, taking his law degree 
from the Indiana School of Law. At 
one time he served as general counsel 
for the American Insurance Union of 
Columbus, O., and later was counsel 
and agency manager of the Acacia Mu- 
tual Life of Washington. For the last 
five years he has been president of the 
Rural Bankers Life of South Bend and 
also the Rural Bankers Life of Chicago. 
He was a close friend of Mr. Baty for 
many years and is well acquainted with 
the officers of the Standard Life. Mr. 
Sees was called to Lawrence to meet 
the officers. W. C. Hartray of Chicago, 
vice-president of the Standard Life; L. 
L. Littman of Baltimore, a director, E. 
A. Fritz of Lawrence, assistant to the 
president, and Mr. Sees went to Topeka 
to visit Governor Landon. 

Mr. Baty died at St. Luke’s Hospital 
at Kansas City after an illness of some 
months. He went to the hospital about 
two weeks before his death. He is sur- 
vived by his widow, a daughter, Miss 
Marcia Baty, secretary to Dean Shadd 
of the University of Kansas school of 
engineering, and a son, Francis D., in 
charge of the junior department of the 


Standard Life. Although Mr. Baty had 
been in bad health since August he con- 
tinued actively at his duties until about 
two months before his death, He was 
born in Scott county, Ind., Oct. 23, 1869, 
and entered life insurance work when 
he was 10 years of age. He was one 
of the incorporators of the Fraternal Aid 
Union of America at Denver and was its 
supreme secretary for 17 years. It was 
consolidated with the Fraternal Aid of 
Lawrence in 1914 and the combined of- 
fice was at Lawrence. Mr. Baty was 
assistant to the supreme president of the 
Fraternal Aid Union for four years and 
in 1920 was elected supreme secretary. 
He was elected to the position in 1933 
when the name was changed to the 
Standard Life. 


Karel Speaks in Milwaukee 


Life insurance was lauded as_ the 
“salvation of humanity’ by County 
Judge J. C. Karel of Milwaukee, past 
president National Fraternal Congress 
and president Equitable Reserve Asso- 
ciation, Neenah, Wis., in addressing the 
state convention of the Degree of Honor 
Protective in Milwaukee. 


Kester Dies at Lincoln, Neb. 


E. E. Kester, for nearly 40 years active 
in fraternal circles and for a number of 
years Nebraska manager of the Modern 
Woodmen, died recently at his home in 
Lincoln. He was 73 years old and re- 
tired from active work two years ago. 








Tom Cooper Honored by Society 


Tom Cooper, special agent for Au- 
gust Torpe, Jr., & Co., Insurance Ex- 
change, Chicago, was honored by Im- 
perial Counsel No. 8 of the Royal 
League of Chicago, a fraternal society 
of which he has been treasurer for 26 
years, at a special evening affair on his 
50th anniversary with the society. He 
has been an officer all that time. There 
was an attendance of about 150 persons, 
including many of his friends in the In- 
surance Exchange. Mr. Cooper is 





president for life, without contest, of 
the Early Morning Club, made up of the 
select few who for many years have got 
down to work in the Insurance Ex- 
change around 7 o’clock. He has been 
in general insurance 55 years, starting 
with Davis & ReQua as messenger boy. 
He has been special agent of Torpe & 
Co. more than 25 years. 


Widow of M. B. A. Head Dies 


Mrs. T. B. Hanley, 76, died in Des 
Moines, following a six-months, illness. 
She was the widow of the organizer 
and president of the Modern Brother- 
hood of America, Mason City, Ia., who 
died in 1919. 





Praetorians Lose Tax Case 


The seventh of a group of tax cases 
pending against fraternals in Oklahoma 
was decided in favor of the state, judg- 
ment being rendered against the Prae- 
torians for $24,561, the full amount 
asked. 


Ask Determination of Rights 


Seven fraternals filed petitions with 
the U. S. district court, western district 
of Missouri, Jefferson City, to determine 
their rights and obligations under Mis- 
souri insurance law. They were among 
societies sued by Superintendent O’Mal- 
ley for 2 percent premium tax. The 
seven fraternals asked the federal court 
to decide whether they are required to 
pay the tax. 


Million Dollar Men’s Plans 


Harry T. Wright of the Equitable 
Life of New York in Chicago states 
that the membership of the million dol- 
lar round table, of which he is chairman, 
and which will hold its meeting in con- 
nection with the annual convention of 
the National Association of Life Under- 
writers, now numbers 85. Plans are be- 
ing formulated to hold a golf week-end 
for members of the round table previous 
to the convention. 


— 








Rovar Neicupors or America 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
598,014. 


@ Operates home for 
aged dependent mem- 
bers. 

Admitted Assets 
$56,686,146. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$87,937,415. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$467,330,469. 


@ Provides free health 
service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-ONE YEARS 


OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 
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LACOSS ASSISTANT MANAGER 


Leon Lacoss, supervisor Luther-Kef- 
fer agency, Aetna Life, New York City, 
has been made assistant manager by 
Ray E. Goewey, newly appointed man- 
ager of the Continental American Life 
in New York City. 

Mr. Lacoss has been with the Aetna 
Life for 11 years, having started as an 
auditor traveling out of the home office. 
In 1925-26 he passed the certified public 
accountant examinations in Massachu- 
setts. Later he became agency cashier 
at the R. H. Keffer, now Luther-Keffer, 
agency. Going into the supervisory end 
of the business, he became brokerage 
supervisor and more recently in charge 
of all life business placed by the Aetna 
Life’s casualty men. 

He is succeeded in the latter capacity 
by James B. Fellows, who went with 
the agency six years ago after serving 
for a time in the underwriting end of 
the life department at the home office. 
He has specialized in estate planning, 
working with E. H. White. 

ee a a 
LARGE NEW YORK DELEGATION 


More than 60 reservations have al- 
ready been made by New Yorkers for 
the annual meeting of the National As- 
sociation of Insurance Commissioners at 
St. Paul, June 8-12. The New England 
contingent will board the New York 
train at Albany, other persons getting 
on at Detroit. The Canadian delega- 
tion will join easterners at Chicago; all 
going on to St. Paul via Madison, Wis. 
As usual the New York department will 
be well represented at the convention. 
Headed by Superintendent Pink, it will 
include as well Deputy Commissioners 
Clark and Cullen, Actuary DuBuar, and 
Divisional Heads Wheeler, Hadley, 
Ryan, Diefendorf and Magrath. 


FUTURE COMPLICATIONS LIKELY 


In the present rush to give up all 
incidents of ownership in life insurance 
so as to avoid estate and inheritance 
taxes, there is danger that an assured 
is storing up future complications for 
himself if his trust agreement and life 
insurance contracts are not accurately 
matched up. Companies are usually 
careful to require that their legal de- 
partments be allowed to look over the 
proposed life insurance trust agreement 


M NEw YORK 


MITCHELL 





before signing over to the trustee the 
assured’s legal title in the insurance. 
The reason for this is that the trustee 
has only such rights as are specifically 
given in the trust agreement and the 
lack of some right, of little apparent 
importance now, might prove extremely 
embarrassing later on when nothing 
could be done about it. For example, 
if an assured transferred to a trustee all 
his rights under his policy during the 
assured’s lifetime and failed to give the 
trustee the right to borrow on the pol- 
icy to pay premiums, if necessary, no 
one could obtain such a loan no matter 
what sort of emergency were to arise. 
* * * 


EMANUEL DASH ENTERTAINS 


Emanuel Dash, president, Dascit Un- 
derwriters, general agents in New York 
City for the United States Life, enter- 
tained 40 agents, home officials and 
their wives at a dinner celebrating a 
two months’ agency drive which re- 
sulted in a March-April production dou- 
ble that of the same period in either 
of the last two years. The agency has 
recently moved to new and larger quar- 
ters at 135 William street. 


Newark Supervisors Meet 


The Life Supervisors Association of 
Northern New Jersey held its last meet- 
ing of the season in Newark this week. 
John E. Gibbs, Newark general agent 
Penn Mutual Life, spoke on “The 
Duties of a Supervisor from the View- 
point of the General Agent or Man- 
ager.” 


Connecticut Mutual Meetings 


Three hundred and nineteen field men 
of the Connecticut Mutual Life have 
qualified for the educational conferences 
which will be held for its outstanding 
producers in various sections during 
June and the early part of July. The 
period of qualification for these confer- 
ences was May 15, 1935, through April 
30, 1936. 

The sites of the six meetings are: The 
Antlers, Colorado Springs, Colorado; 
Hotel Sagamore, Lake George, New 
York; Lawsonia Country Club Hotel, 
Green Lake, Wis.; The Homestead, Hot 
Springs, Va.; Montauk Manor, Montauk 
Point, Long Island, New York; Edge- 
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Real Hospitality 


when You Visit 


KANSAS 
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There's a friendly greeting awaiting you the moment 
you enter the President. Every comfort and luxury at 
low cost. Finest of food in the Coffee Shop or the 
Walnut Room. Garage directly opposite entrance 


PERCY TYRRELL Managing Director 








PRESIDENT 


JUST OUT OF THE NOISE ZONE 


Ohio Examinations for 
Licensing of Agents Set 








The Ohio department has issued a 
schedule showing where examinations 
for prospective agents are being held. 
According to the new Ohio law each 
new applicant for an agent’s license 
must take an examination to qualify. 
The places, date and time for these ex- 
aminations are as follows: 

Columbus—At the Division of Insur- 
ance offices on any business day except 
Saturday. Examination closes at 3 p.m. 

Athens—At Ohio University, Room 
201, Ewing Hall, 2nd Thursday of each 
month. 

Cincinnati—At University of Cincin- 
nati, Room 302, Engineering building, 
2nd and 4th Friday of each month. 

Cleveland—At Fenn College, 
Prospect avenue, each Monday. 

Toledo—At Y. M. C. A., Jefferson 
and Eleventh streets, 2nd and 4th Tues- 
day of each month. 

Youngstown—At Y. M. C. A., Cham- 
pion street, 1st and 3rd Tuesday of each 
month. 

All examinations held (except in Co- 
lumbus) will start promptly at 1:30 p. m. 
and close promptly at 4 p. m. 

As prospective agents apply for li- 
censes they are mailed a card giving the 
information as to where the examina- 
tions are held. 

Tue Nationa UNDERWRITER, 420 East 
Fourth street, Cincinnati, O., has a list 
of questions and approved answers to 
be used for examination of agents. 
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water Beach Hotel, Chicago, and Hotel 
Del Monte, Del Monte, Cal. 

Members of the home office official 
staff who will attend one or more of 
these conferences will be: President 
James Lee Loomis; Vice-president P. 
M. Fraser; Vice-president in Charge of 
Agencies H. M. Holderness; Superin- 
tendent of Agencies V. B. Coffin; As- 
sistant Superintendents of Agencies Fred 
O. Lyter and George F. B. Smith; Med- 
ical Director Charles B. Piper; Associ- 
ate Medical Director H. B. Rollins; As- 
sistant Medical Directors W. B. Smith 
and C. E. Homan, Jr., and Supervisor 
of Applications T. K. Dodd. 






How New Surplus Tax Would 
Affect Business Insurance 











NEW YORK, May 28.—Whether a 
corporation taking business insurance 
would have the reserve on its Policies 
taxed if the new federal surplus tax 
proposal is enacted depends mostly o, 
what type of insurance set-up is unde 
consideration. 

If the insurance is owned by the cor. 
poration and the latter pays the pre. 
miums it seems likely that the reserye 
in the life policy would be regarded a; 
any other form of surplus. On the 
other hand, if the insurance were Owned 
for example, by a partner, or held by 
partners on each other’s lives, the money 
to buy it would have been disbursed by 
the corporation to these partners, just 
as if it were paid as dividends or other 
forms of payment. This would take it 
out of the reach of the surplus tax byt 
would of course subject it to income 
tax. It is, of course, immaterial to the 
federal taxing authorities whether they 
levy on such moneys in the form of 
surplus or as income to partners or 
officers. 























Real Estate Appraisers 
Consider Insurance Plan 





Use of life insurance to create a $100, 
000 fund for real estate research was 
suggested at a meeting of the executive 
council, American Institute of Real 
Estate Appraisers, in Chicago. The sug- 
gestion was in the report of P. W. Kunis. 
kern, president First Mortgage Cor. 
poration, Philadelphia, chairman by-laws 
committee of the institute. He pro- 
posed a group policy on all members or 
short term endowment policies with the 
institute’s research fund as_ beneficiary, 


Dr. S. L. Lowry Dies 


Dr. S. L. Lowry, Sr., of Tampa, Fla, 
who was prominent in Florida insurance 
circles and former commander in chief 
of the Sons of Confederate Veterans, 
died this week at the age of 75. He 
was a native of South Carolina. One 
of his sons is Gen. S. L. Lowry, Jr., of 





Jacksonville, chairman of the board of § 
the Gulf Life of that city. 








As SEEN FROM CHICAGO 





SWANSON ENTERTAINS HASTINGS 


Glover S. Hastings, superintendent of 
agencies of the New England Mutual 
Life, is on a western trip. While in 
Chicago he was entertained at a lunch- 
eon at the Union League Club by Gen- 
eral Agent H. G. Swanson. 

i ok ok 


HIRSCH HONORED FOR PRODUCTION 


Robert M. Hirsch, Heifetz agency of 
the Mutual Life of New York at Chi- 
cago, has won the presidency of the 
company’s $250,000 national field club. 
The award is based on production from 
March, 1935, to April 30, 1936, during 
which time Mr. Hirsch wrote over $1,- 
000,000 paid business. 

Mr. Hirsch has been with the Heifetz 
agency since 1930 and has been a con- 
sistent leader in production throughout 
the company’s agency force, ranking 
second nationally for 1935. 

* ke * 
INTEREST IN NOMINEES ATTITUDE 


Insurance men are interesting them- 
selves in the gubernatorial campaign in 
Illinois especially as the insurance de- 
partment under the present administra- 
tion has been divorced very largely from 
politics and has been conducted in an 
efficient manner. Governor Horner 
when asked for an expression as to his 
attitude toward insurance and the state 
department said that no expression that 
he could make spoke as forcefully as 
the story of the department during his 
administration. 

C. Wayland Brooks, Republican nomi- 





BALTIMORE AT I4™ ST 








nee, in his address before the Republi- 


can state convention at Peoria last week 
had the following to say on insurance. 

“Someone once said, ‘If you want to 
see a monument to insurance, look 
around.’ Through custom, insurance has 
become an invaluable, intrinsic and in- 
dispensable part of our economic life. 
The commonwealth of Illinois ranks 
second of all the ‘States of the union in 
its insurable values and our insurance 
department should be second to none in 
its administration and supervision of the 
insurance companies within the confines 
of Illinois without regard to politics and 
with the highest degree of intelligence 
and honesty. Our people have en- 
trusted the greater amount of their life’s 
savings to insurance and the security 
in their business life depends upon the 
stability of the companies they rely upon 
for protection in an hour of disaster. 
The Republican party must devote it 
self to the ever increasing efficiency an 
highest degree of integrity in the im- 
partial supervision of insurance.” 

See sah 


EQUITABLE, N. Y., IN CAMPAIGN 


Lloyd Klingman, manager salary sav- 
ings department Equitable Life of New 
York, addressed members of the Lust 
garten agency of the Equitable in Chi- 
cago on “How to Approach the Salary 
Savings Prospect.” The annual Equita- 
ble salary savings week campaign W! 
be held May 25-30. 

Louis Behr is leading the Lustgartet 
agency for the first four months in 1936 
with a total volume of $762,862, and '8 
also leading in premiums written. 45 
sociate Manager John Morrell is seco” 
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ith volume $594,000 and is also second 
, premiums. For the month of April, 
Harry Steiner led in volume with $163,- 
yt; Louis Behr was second with $136,- 
yi and E. D. Wolfner was third with 
$15,222. 


* * * 
STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
« Co, Board of Trade building, Chi- 
ago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
setna Life ..... 10 -60 34 35 
Alliance Life... 1 tes % 1% 
Bank. Nat. Life. 10 1.00 21 24 
central Life, Ill. 10 een % ae 
Cent. States Life 5 ese \ ee 
Colonial Life ...100 10.00 240 260 
Columbian Nat..100 4.00 85 95 
conn, Gen. Life. 10 .80 45 47 
Cont. Assurance. 10 2.00 38 40 
Farm. & Traders.100 10.00 185 215 
Fed. Life, Chgo. 10 Pee 8 Pap 
Girard Life _.... 10 -40 10% 12 
Great Nor. Life. 10 oe 5 8 
Great South Life 10 2.50 34 36 
Life & Cas. of 
RAS eee 2.00 15 16% 
Life of Va... 20 3.00 90 105 
Lincoln Natl. ... 10 1.20 29 30 
New World 10 -40 71% 8 
Northw. Natl. .. 5 eee 13% 14% 
North Amer. ... 2 ee 3 3% 
Ohio National .. 10 1.00 22 25 
Ohio State Life..100 10.00 225 ys 
Old Line Life... 10 .60 14% 16 
Pacific Mutual .. 1 vs 15 16% 
Philadelphia Life 10 ees 3% 4% 
Provident Life... 10 .80 12 6 
Rockford Life... 10 se 4 8 
OS ee 100 Bi 415 445 
TravelerS ...... 0 16.00 570 585 
Union Central... 20 1.20 35 45 
Wisconsin Natl.. 10 -50 15 16% 


No Special Insurance Tax 
in Pennsylvania Expected 





PHILADELPHIA, May 28.——-With 
the special session of the Pennsylvania 
legislature in its third week, it appears 
that insurance will not come in for any 
special taxation. 

The outlook is for an increased cor- 

porate net income tax for domestic 
stock companies. The 1935 session 
passed a 6 percent net income tax, in 
which domestic stock companies were 
included, as part of the program to raise 
funds for relief. House Bill 19 in- 
creases that tax to 10 percent for this 
year only. 
_ Along the same line, House Bill 27 
increases the state personal property 
tax from 1 mill, as last year, to 4 mills. 
This bill makes taxable stock in a cor- 
poration that may be liable to a tax 
on its capital stock for state purposes. 
This proposed tax also is only for 1936. 
These two measures have already 
passed the house and are now before 
the senate. 

The house also has passed a social 
security act covering unemployment in- 
surance which is broader than the fed- 
eral act in that it covers all employes 
with no limitation as to number, while 
the government measure covers only 
eight or more employes of one em- 
ployer. Agricultural labor, domestic 
service, etc., are excluded. Rates of 
contribution by the employer to the 
unemployment fund are .9 of 1 percent 











Making a Record 











WILLIAM F. 


JENKINS 


William F. Jenkins of Chicago is 
making an unusual record as a personal 
producer. Until a few years ago he was 
located in Detroit where he represented 
the Massachusetts Mutual and was tor 
several years near the million dollar 
class. Then he went to Chicago and 
served for a time as general agent of the 
Home Life. Finding personal produc- 
tion more to his taste, he joined the 
Massachusetts Mutual in that city and 
in February of this year made a con- 
nection with the Fowler agency of the 
New England Mutual. The next month, 
March, he was third in that agency. In 
April he was the ranking producer of 
the Fowler agency and was the leader 
of all agents in the United States for 
the New England. 

Mr. Jenkins is in eighth position 
among the premium leaders for the year 
and is in fourth position among the first 
100 producers in point of volume. 








of payroll for 1936, 1.8 percent for 1937, 
2.7 percent thereafter. 


Baseball Contest Concluded 


A contest has just closed in which 
agents of the Volunteer State Life were 
divided into eight “baseball squads” and 
a production campaign held. Each team 
was “managed” by a home office official. 

The “Giants”, managed by Agency 
Vice-president A. V. Mozingo, won the 
seven games they played and the con- 
test. Each member of the squad pro- 
ducing proper volume of business was 
presented with a new hat. L. I. David- 
son of Jackson, Tenn., produced the 
largest volume of any agent during the 
contest and was given a new spring 
suit. 


The Pioneer Life, formerly known as 
the Pioneer Mutual Life Association of 
Los Angeles, a mutual life and benefit 
association, has been licensed as a mu- 
tual life and disability company on the 
stipulated premium plan. 








NEWS OF LIFE 


ASSOCIATIONS 





Dern Talks to St. Louis Men 


Vice President Lincoln National Life 
Speaks of the Vastness of the 
Insurance Business 








A. L. Dern, vice-president and direc- 
tor of agencies of the Lincoln National 
Life, addressed more than 200 members 
of the St. Louis Life Underwriters As- 
sociation on “This Business of Ours.” 
He traced the development of the life 
insurance business from its inception to 
the present day and brought out the im- 
portant part which it plays in the finan- 
cial and economic structure of the na- 
tion. 

“During the five years—1930 to 1934 
inclusive—life insurance has paid to liv- 
ing policyholders the gigantic sum of 
$9,157,000,000 and to beneficiaries more 
than $5,000,000,000,” Mr. Dern said. 
“This is substantially more than all of 
the relief of the federal, state and local 
agencies combined. The life insurance 
man is helping the citizens of this na- 
tion to maintain and to reestablish self- 
respect, self-confidence and courage, 
thereby aiding in a manner perhaps even 
more important than by payment of 
money for the reestablishment of the 
country.” 

Mr. Dern also paid a high tribute to 
the splendid work that is now being 
done by the field men of all the life com- 


panies. 
6. > 


Adams on Ohio Program 


Claris Adams, executive vice-president 
American Life of Detroit, will speak on 
“Life Insurance as Affected by Social 
and Economic Trends,” at the annual 
meeting of the Ohio Association of Life 
Underwriters at Columbus on Friday. 
New officers will be elected at the meet- 
ing, at which Superintendent Bowen, 
Raymond Rhoads and other members of 
the insurance department will be guests. 

- 2 

Birmingham—tThe institution of life 
insurance has much to thank the depres- 
sion for, E. B. Stevenson, vice-president 
National Life & Accident, declared in 
addressing the association. ‘In the old 
days, agents spoke in terms of 20 pay, 
ordinary or benefits after death. Now 
they tell the prospect what the policy 
will actually do for him while he is 
alive and also what it will mean to his 
family after he is dead,’ Mr. Stevenson 
said. The annual election will be held 
June 12. 

* * * 


California — President Kellogg Van 
Winkle reports paid memberships of 
local associations in California show 
marked increases. Sacramento now has 
paid membership of 94, the highest in 
its history. The Central California as- 
sociation at Fresno has 106, 33 more than 
in 1935. The Orange Belt association, 
San Bernardino, organized early this 
year, has increased its membership to 34. 








Annual Iowa Sales Congress 





Interesting Meeting Was Held at Cedar 
Rapids Under the Auspices of 
State Body 





The first annual sales congress in 
Iowa was held at Cedar Rapids May 23, 
with seven speakers sponsored by the 
Iowa Association of Life Underwriters. 
Martin L. Seltzer, general agent Aetna 
Life in Des Moines, was president. 

Four hundred life men from all over 
Iowa were in attendance, as well as at 
agency meetings held by various com- 
panies the preceding day. Where the 
next congress will be held has not been 
decided, but the plan is to alternate be- 
tween Davenport, Des Moines, and pos- 
sibly Omaha, although it was originally 
intended to hold it at the residence of 
the state president, which would send 
the next meeting to Sioux City under 
the leadership of S. M. Burpee, general 
agent for the Northwestern Mutual, who 
succeeds Mr. Seltzer as president. 

Chairman of the morning session was 
C. V. Shepherd, general agent National 
Life of Vermont, who introduced A. L. 
Killian, president of the Cedar Rapids 
chamber of commerce. After an ad- 
dress of welcome by Mr. Killian L. O. 
Schriver, Peoria, National president, 
made an inspiring address on progress 
made by life insurance the past century. 
He emphasized the fact that the National 
association has for its sole purpose the 
serving and helping of local members. 
He said: “Life insurance arose in re- 
sponse to a need for economic immor- 
tality and has served that need for over 
a century. Its record since October, 
1929, shows a total impairment of less 
than 2 per cent and the life companies 
have paid out more than $6,000,000 a 
day since that time.” 

Mr. Schriver said that the planks of 
the present administration’s platform 
were (1) Increased professional train- 
ing; (2) Increased institutional adver- 
tising by companies; (3) No part timers 
in metropolitan centers; and (4) An in- 
creased recognition of the responsibility 
to the public and policyholders. 

Other speakers were Superintendent 
of Agents Coolidge, Aetna Life; John 
Morrell, Equitable Life in New York, 
Chicago; R. M. Hamburger, general 
agent Northwestern Mutual at Minne- 
apolis; Robert Smythe, Equitable of 
New York at Kingsley, Ia., and A. R. 
Jaqua, Cincinnati, associated with the 
“Diamond Life Bulletins,” a summary 
of their talks being found in another 
column. 

* * * 

Atlanta—The monthly meeting was 
addressed by E. B. Stevenson, head 
alumni association, Vanderbilt Univer- 
sity, and vice-president National Life & 
Accident. He is secretary of the agency 
section American Life Convention and 





e Answers 


to 208 Questions 


of Ohio Insurance Department 





Every Life Insurance Agent ap- 
pointed in the State of Ohio after 
June 30 will be required to pass 
an examination to secure a license 
to sell in that State, this examina- 
tion to be conducted by the Ohio 
Division of Insurance. 

A booklet containing the 208 
questions from which the examina- 
tion will be taken, together with 
answers prepared by The Diamond 
Life Bulletins in cooperation with 
Actuaries and C, L. U. Managers 





and Agents, is now available. The Prices [ 
answers as given are satisfactory _ . I 
to, and on file with, the Insurance Single COpPleS .......-- eee 50c I 
Department of Ohio. 5 copies, each ........... 45c | 
These questions and answers are 
so comprehensive that they will 10 " _ eae RE Er rr 40. | 
provide adequate study for exami- 5" -. 45 I 
nations in any State. Notonlyis “P00 22 ‘tut ttt , | 
the "Life Questions with Answers" 59 " ak SN re 30c | 
booklet indispensable for a person a re [ 
preparing for an examination, itis 100 " = ©... . sss eee: 29¢ 
equally valuable for training new 59 " " 7e l 
Agents or conducting weekly ~~  ~* | 
meetings. 500 " ne aaa de ae 25c_— | 
| 


Diamond Life Bulletins 

420 E. 4th St., Cincinnati, Ohio 
A ee ae booklets containing 
the 208 Ohio license examination ques- 


tions with answers, covering Life In- 
surance. 


I enclose $........ ‘a 
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has served as board chairman of the 
Sales Research Bureau. “Life insurance 
has never been in a better position than 
now,” he said, “but only because the 
depression, and not the average insur- 
ance salesman, has sold the public on 
the value and need for protection. The 
social security act is working to sell 
insurance for us. Social security is noth- 
ing in the world but retirement insur- 
ance.” Baxter Maddox, president, pre- 
sided. 
* * * 

Western Massachusetts—The associa- 
tion celebrated ladies’ night with a din- 
ner-dance, and address by C. T. Hub- 
bard, assistant secretary Automobile of 
Hartford. J. P. Graham of the Aetna 
Life, assisted by Kenneth Perry, Massa- 
chusetts Mutual, was in charge. 

* * * 

St. Paul—St. Paul life underwriters 
exceeded their Life Insurance Week goal 
more than 60 percent, O. A. Reeves, gen- 
eral chairman, reports. 

Thirty-one agencies out of 36 turned 
in 1,626 applications, the goal set being 
1,000 applications. The applications were 
distributed as follows: Ordinary, 749; 
industrial, 846; annuities, 31. Ordinary 
aggregated $1,963,505; industrial, $282,- 
400 (approximately); annuities, $115,400; 
total, $2,361,305. 

*x* * x 

Rochester, N. Y.—At the meeting this 
week James A. Whitmore, manager of 
the Guardian Life at Buffalo, was the 
speaker. He appeared before the asso- 
ciation in 1927 when he was superin- 
tendent of agents of the Phoenix Mutual 
Life. 

* * x 

Cleveland—C. Vivian Anderson, Provi- 
dent Mutual, Cincinnati, past president 
of the National association, speaks June 5 
on “Use of Income Options.” This will 
also be the annual meeting when new 
officers will be elected. 

ey Ss 

St. Paul—Henry C. Martens, general 

agent Provident Mutual Life, has been 





elected president. He succeeds H. E. 
Rampmeier, Travelers. Other officers 
elected were: Vice-president, T. H. Tom- 
linson, Bankers Life; secretary-treas- 
urer, J. L. Lewis, Equitable of Iowa; di- 
rectors, Warren E. Johnson, Equitable 
of Iowa; Carl Eckman, Massachusetts 
Mutual; Robert Smith, Equitable of New 
York; O. A. Reeves, New England Mu- 
tual Life. 
* * 


Warren, 0.—The newly elected officers 


are: Thomas S. Muir, president; H. D. L. 
Johnston, vice-president; K. S. Davis, 
secretary-treasurer. 

* * © 
Asheville, N. C.—Rev. E. H. Nease, 


pastor West Asheville Methodist Church, 
was the speaker at the monthly meeting 
on “The Layman’s View of Life Insur- 
ance.” President Carl C. Proffitt pre- 
sided and John M. Ehle, chairman com- 
mittee on Life Insurance Week, made 
a report of activities. 
ee ee: 

Chattanooga—There should be greater 
cooperation between medical directors 
and agents, according to Dr. Charles 
Henry, chief medical examiner Provident 
Life & Accident, who addressed the 
Chattanooga association. George B. 
Hull, managing director National asso- 
ciation, will be guest at a dinner meet- 
ing June 4, 

* *k 

Richmond, Va.—The association will 
hold its annual meeting June 12 with 
officers nominated as follows: C. W. 
Phillips, Atlantic Life, president; P. P. 
Duffey, Connecticut General, first vice- 
president; N. L. Huffaker, NewYork Life, 
second vice-president; D. L. Williams, 
New England Mutual, secretary-treas- 
urer. The following have been nomi- 
nated for executive committee: D. C. 
Little, Connecticut Mutual; J. M. New- 
ton, Travelers; J. H. Tracy, Jr., Life of 
Virginia; P. B. Magruder, Metropolitan 
Life; J. B, Cary, Northwestern Mutual. 
Mr. Cary is the retiring president. 








WITH INDUSTRIAL OFFICES 





Western & Southern Shifts 


Number of Promotions Are Announced 
in the Field Involving Some 


Well Known Men 








The Western & Southern announces 
that Curtis Hughes, formerly manager 
at Rockford, Ill, is transferred to man- 
ager at Irving Park, Chicago, to suc- 
ceed William Peglow, who is on a leave 
of absence because of ill health. Frank 
Forgatsch takes the Rockford district, 
being promoted from Fostoria, O. 

M. B. Fuller, superintendent at Wash- 
ington C. H., Ohio, is placed in charge 
of St. Louis-North, replacing E. B. 
Creelman. The latter will resume 
duties in a new position after a short 
vacation. Other promotions are as fol- 
lows: R. L. Worth, agent at Chicago- 
West, promoted to superintendent at 
Chicago-West; Herman Barco, agent at 
Douglas Park, Chicago, promoted to su- 
perintendent at Douglas Park; E. L. 
Switzer, agent at Middletown, O., pro- 
moted to superintendent at Norwood, O.; 
R. M. Chandler, agent at Hamilton, O., 
promoted to superintendent at Coving- 
ton, Ky.; F. Brusnighan, agent at 
Peoria, promoted to superintendent at 
Peoria; Ralph Gladdin, agent at Chi- 
cago-Humboldt, promoted to superin- 
tendent at Humboldt;. Wm. Bohn, agent 
at Benton Harbor, Mich., promoted to 
superintendent at Benton Harbor; N. I 
Huff, agent at Battle Creek, Mich., pro- 
moted to superintendent at Battle Creek. 





Propose Massachusetts Probe 


BOSTON, May 28-—The insurance 
committee of the Massachusetts legis- 
lature has favorably reported a resolu- 
tion calling for a legislative investiga- 
tion of industrial life companies operat- 
ing in this state. 


—_—. 


Baltimore Company Liquidated 
The Royal Life af Baltimore, which 
is now in a state of voluntary liquida- 
tion, is able to pay its outstanding ob- 





ligations. There will be also a substan- 
tial return to stockholders. Its business 
was taken over by the Mutual Benefit 
Society of Baltimore. The Royal Life 
did an industrial business and had capi- 
tal of $13,215. Its assets were about 
$13,000. 





New Little Rock Company 


The Dixie Life & Accident, organized 
by a group of Little Rock, Ark., men 
to specialize in industrial insurance, will 
begin operations as soon as its $100,000 
capital is sold. Former Mayor Ben D. 
Brickhouse is chairman and G. H. 
Burden, general contractor, is president. 





Kenneth Weimer of Williamsburg, 
Ind., has become assistant district man- 
ager of the John Hancock at Marion, O. 
He is a brother of E. L. Weimer, district 
manager, 








Berkshire Life Cornered 
Supply of 1851 Pennies 


_ The Berkshire Life is bringing 
its 85th anniversary year to the at- 
tention of employes and field rep- 
resentatives by the novel method 
of distributing as a pocket piece 
an 1851 penny surrounded by a 
circular holder. To get these 1851 
pennies the company wrote to 
coin dealers throughout the coun- 
try, and, by the time it had cor- 
raled the number desired, the 
Berkshire had virtually a corner 
on 1851 pennies. About 700 of 
them are being distributed. One 
which had never been in circula- 
tion was given to President F. H. 
Rhodes. These pennies cost an 
average of 15 cents each. The cir- 
cular holder around the pennies 
bears the inscription, “85 years of 
security and service.” The plan 
came from the fertile brain of 
oon Supervisor L. B. Hender- 
shot. 











Insurance Accountants in 


Annual Meet in Philadelphia 


The Penn Mutual Life was host to 
60 members of the Insurance Account- 
ing & Statistical Association at the an- 
nual meeting in Philadelphia. Jack 
Miller, State Farm Life, presided, The 
association is interested in application 
of machine methods in insurance ac- 
counting procedure, with special atten- 
tion to punched cards. There was an 
inspection of the machines in use at the 
Provident Mutual and a discussion, led 
by C. E. West, assistant actuary, of the 
punched card procedure applied to the 
preparation of premium and policy loan 
notices. 

The formal meeting opened with a 
welcome by Frank H. Davis, vice-presi- 
dent Penn Mutual, followed by a discus- 
sion of the accounting work of the Al- 
liance Life accomplished by punched 
cards, as outlined by George Wester- 
mann of that company. B. H. Miller, 
State Farm Life, presented a paper: 
“Incidental Applications of a Seriatim 
Valuation File.” 


Review Social Security Act 


“The Social Security Act As It Af- 
fects Life Insurance Companies” was 
reviewed by L. L. Stevens, assistant 
actuary Penn Mutual. There was a dis- 
cussion of valuation procedures in the 
handling of annuities, supplemental con- 
tracts and disability benefits. S. M. 
Breadheft, American Central Life, gave 
a paper on the valuation methods em- 
ployed by a medium-sized company, 
followed by a description of these valu- 
ations as obtained by the Penn Mutual 
in a paper by W. Jones. 

The group made a tour of the Penn 
Mutual home office, followed by an in- 
spection of the punched card equip- 
ment. 

The new officers are: C. S. Collins, 
Penn Mutual, president; R. A. Clark, 
United Mutual, vice-president; E. M. 
Karrmann, American Central, secretary. 
Robert Williams, Illinois Bankers Life, 
Mr. Westermann and Jack Miller are 
new directors. 


M4 NAGER 
ASSOCIATION 


Schoeffel Named President 
by Portland, Ore., Managers 

















PORTLAND, ORE. May 25.— 
George W. Schoeffel, branch manager 
Oregon Mutual Life, was elected presi- 
dent of the Life Insurance Managers’ 
Association at the annual meeting. Other 
officers elected were: Vice-president, C. 
H. Twiss, Metropolitan Life; secretary- 
treasurer, Robert H. Edmiston, Union 
Central Life; directors, Kenneth S. Reed, 
Warren E. Ogden, Elmer F. Peterson 
and A. A. Hendricks. 

The association now represents 51 
legal reserve life companies authorized 
to do business in Oregon. The annual 
golf day of the association will be held 
June 15 at the Alderwood Country Club. 





Boston Supervisors Meet 


S. G. Dickinson, Life Insurance Re- 
search Bureau, speaking on the training 
of prospective agents, was the principal 
guest of the Boston Life Supervisors 
Club. Other guests present were C. F. 
Gay, general agent Aetna Life; P. F. 
Clark, John Hancock general agent, and 
J. V. Gridley, assistant manager Con- 
necticut General. 





Nebraska Good-Will Tour 


A two days’ good-will tour of the 
state in mid-June is being planned bv 
the Nebraska Association of Life Man- 
agers. Stops are to be made generally 
at cities where local life underwriters’ 
associations are operating, including 





Fremont, Norfolk, Grand Island, Kear- 
ney, North Platte and Hastings. 








Making Notable Record jp 
Central New York Field 


| 








R. CLINTON MEADOWS 


R. Clinton Meadows was appointed 
manager for the National Life of Ver- 
mont with main offices in Binghamton 
and district offices in Utica, Syracuse, 
Watertown, Oneonta and Roscoe, N. 
Y., a year ago. The agency has 
made consecutive monthly gains over 
the preceding year. Gain in volume of 
new business is approximately 100 per- 
cent over the previous year. 

John W. Calder, Utica, N. Y. and 
Edward DeL. Cutler, Syracuse, N. Y, 
former general agents of the National, 
remained with the Meadows agency and 
have given their full cooperation to the 
new organization. 


Gain Despite Floods 


The entire territory has been the 
scene of two of the worst floods ever 
experienced in the section but due to the 
courage and stamina of the field men, 
the production has steadily increased 
and the agency is now in fifth place for 
the year to date on the honor roll. 

Assisting in the recruiting and train- 
ing of new men is H. J. Terwilliger, 
who joined the agency in December, 
1935. 

Mr. Meadows started life insurance 
work with the Phoenix Mutual in 1918 
in South Dakota. Later he joined the 
Equitable Life of New York as field as- 
sistant and district manager and was 4 
consistent $500,000 club member. 

One of Mr. Meadows’ hobbies is col- 
lecting elephant statuettes. He has 
about 100 of them. 


W. S. Verplanck IIl 


W. S. Verplanck, associate manager 
J. S. Myrick agency Mutual Life of New 
York in New York City, is ill_at Post: 
graduate Hospital, New York City. He 
collapsed at his desk last week and was 
rushed to the hospital. The doctors 
have not been able to reach an exact 
diagnosis of his ailment. It will prob- 
ably be several weeks before he is back 
at work. 


Medical Section Meeting 

At the meeting of the Medical Section 
of the American Life Convention a 
White Sulphur Springs, W. Va. June 
11-13, H. S. Nollen, president of the 
Bankers Life and head of the convel- 
tion, will be present. Col. C. B. Rob- 
bins, manager, and Miss Mildred Han 
mond, assistant secretary from the Chi- 
cago office, will attend. : 

The American Life Convention for the 
benefit of its members has gotten out 4 
brief resume regarding the unemploy- 
ment compensation acts in their appr 
cation to insurance companies. Lt 
federal social security act is analyze 





and then the unemployment acts 10 the 
various states. 
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Creative Thoughts Presented 
it lowa Congress 





— 


At the annual Iowa sales congress at 
(ear Rapids, R. B. Coolidge, superin- 
yndent of agencies of the Aetna Life 
goke on “Client Building,” discussing 
ihe difference in methods of the $150,- 
0 producer and the $300,000 producer. 
Joh, he said, must use time control, 
gust prospect effectively and use or- 
ganized selling, but the larger producer 
jifers from the smaller, both in busi- 
ys methods and in personal factors. 
He said that larger producers know 
nore sales methods; know more about 
heir business and use this knowledge. 
‘The more you know about contracts,” 
ie said, “options and other funda- 
mentals, the simpler is your explanation 
i) the prospect, and hence the easier 
he understands the proposition and the 
more readily he buys.” As to personal 
fetors, the larger producer does three 
things; he makes friends of policyhold- 
es, he makes policyholders of friends 
ad he regularly enlarges his circle of 
contacts. 

Methods of making friends of policy- 
holders include inviting them to lunch 
merely for the purpose of getting better 
acquainted; sending them clippings of 
interest to them in their business; send- 
ing them congratulatory letters and tak- 
ing an interest in their business. In 
making policyholders of friends Mr. 
Coolidge advises a thoroughgoing can- 
vas and then leaving the friend alone 
wtil an age change or other event 
rather than calling upon the friend often 
ad becoming a pest. “More business 
results from friends than from all other 
sources,” said Mr. Coolidge. 


John Morrell of Chicago 
Talks on Tax Topics 


John Morrell, associate agency man- 
ager of the Equitable of New York in 
Chicago, leading personal producer for 
the United States in 1935 with a record 
ot $4,520,000 of paid business, gave his 
address on “Seven Pillars of Wisdom,” 
showing how men of wealth can effect 
fax savings and distribute funds more 
safely and securely through life insur- 
ance than through any other method. 

Ralph M. Hamburger, general agent, 
Northwestern Mutual in Minneapolis in 
his talk said: “People are the same 
whether in city or country. They are 











Brokers, Bankers, Real 
Estate Men Lead Buyers 





Brokers, bank managers and 
Teal estate company officials led 
ul other occupational classifica- 
tions in total amount of insurance 
and in number of contracts pur- 
chased last month, according to 
an analysis of buyers of big poli- 
cies by the Lincoln National Life. 
Housewives and lawyers and 
judges ranked second in volume. 
thers in order of total amount 
purchased were students; express 
Company officials; grocery, milk, 

produce dealers; retail deal- 
ts; wholesale dealers; insurance 
agents; and factory managers. 

tudents ran second in number 
of big policies purchased. They 
Were followed by housewives; 
lawyers and judges; retail deal- 
ini grocery, milk, and produce 
euulers; insurance agents; and 
actory managers. 


—— 











moved to action by the same creative 
selling. Creative selling means chang- 
ing a ‘no’ to a ‘yes’.” 

“Life insurance is the protection for 
the activity value of a life,” said Mr. 
Hamburger. “My approach to a pros- 
pect is that ‘I am not here as a seller 
but as a buyer. What will you take for 
your future earnings?” “Every man,” 
said Mr. Hamburger, “can be sold life 
insurance or more insurance. Maybe I 
can’t sell him; maybe you can’t; but 
someone can who will solve his prob- 
lem. Remember always that a man will 
find money to pay for that which he 
needs and wants.” 

Robert Smythe, agent for the Equi- 
table of New York at Kingsley, Ia., and 
a consistent producer of from $150,000 





to $250,000 in a rural community, gave 
many hints on prospecting and selling 
in rural communities. It is said of Mr. 
Smythe that he averages more than 
two luncheon engagements per day 
when working in small towns, often 
taking the clerk to lunch at 12 and the 
proprietor at 1 o’clock. He believes that 
he who best serves his community, both 
through life insurance and in helping 
out neighbors, even if it is going into 
town for a broken machine part, will 
best sell in that community. 

A. R. Jaqua, associate editor of “Dia- 
mond Life Bulletins” of Cincinnati, said 
that life underwriting for those qualified 
is the vocation which combines the 
greatest individual liberty with the 
greatest potential economic security of 
any other vocation. “From the investor’s 
standpoint,” said Mr. Jaqua, “the matu- 
rity endowment is the world’s finest 
investment, and any permanent form of 
life insurance becomes a maturity en- 
dowment at the four times in life when 
money is most needed—in case of un- 
employment, disability, old age or 
death.” 





Four Aspects Demonstrated 
of Balanced Life Agent 





The Pittsburgh Life Underwriters 
Association mapped out a novel scheme 
in connection with the Washington, Pa., 
branch, circling the central theme, “The 
Balanced Life Underwriter” with a 
series of four taiks. R. M. Stevenson, 
general agent of the National of Ver- 
mont at Pittsburgh, acted as sponsor. 
The life agent was broken down into 
four phases. First, he was the “man- 
ager.” Next, the “secretary.” Third, he 
was the “treasurer,” and lastly he fig- 
ured as the “salesman.” 


Life Agent Controls 
Business Enterprise 


R. H. Finger, Pittsburgh manager of 
the Sun Life of Canada, developed the 
first characteristic “Manager.” He 
stated that the agent controls a busi- 
ness. That business is himself and as 
manager he must organize and at times 
supervise the various functions of his 
business, including the secretary, treas- 
urer and salesman. Knowledge of the 
business in itself is not sufficient. It 
must be translated into action to become 
effective. It is important that the man- 
ager maintain the morale and courage of 
the four sections of his own business 
personnel. He must build enthusiasm 
and confidence by reading, by constant 
study of his business, by drawing from 
the experience of others and from his 
own personal scope. 

R. S. Koehler, outstanding agent of 
the Ream agency of the Mutual Benefit 
in Pittsburgh, took the second factor, 
“Secretary.” The primary function of 
the secretary is to keep the records and 
look after the details. In life insurance 
these records apply primarily to pros- 
pecting. The secretary must ferret out 
and cultivate the worth while prospects, 
or according to the view of Lynn 
Broaddus, manager Guardian Life in 
Chicago, those who earn each year be- 
tween 75 and 100 times their age. Leads 
or prospects may be developed through 
contacts such as church, lodge, commu- 
nity fund activity, association work, 
neighborliness, etc. 


Should Establish a 
Well Thought Out Budget 


The secretary should calculate how 
much it will cost the agent to live dur- 
ing the year, fix his budget, and esti- 
mate the amount of business necessary 
to use during the year to meet, the 
budget out of first year commissions. 








As an example, Mr. Koehler used as a 
minimum goal $150,000 of business, pay- 
ing $2,000 in first year commissions. He 
then broke down this amount into poli- 
cies of varying amounts, showing how 
many of each unit must be sold to meet 
the quota, and how many contacts, in- 
terviews, call-backs and closing attempts 
must be made to make the required 
number of sales. 

Mr. Koehler stated that his own ex- 
perience has ~roved that within reason 
the size of the sale is in direct propor- 
tion to the number of interviews made, 
provided of course that the prospect is 
a bona fide one. In defining such a 
prospect he used the seven point meas- 
uring stick, as follows: Age 25 to 45 
years; married, one or more children, 
one under 10; employed; ambitious; 
making progress, and, thrifty or saving 
by nature. 


Points Some Phases 
of Treasurer’s Job 


John E. Davis of the Pittsburgh 
agency of the Massachusetts Mutual 
took up the “Treasurer.” He is the one 
who handles the money. He divided this 
operation into two main parts, income or 
receivables and outgo or _ payables. 
Under the first, he stressed the impor- 
tance of getting premiums in advance 
at the time of the signature, not upon 
delivery for the following reasons: First, 
all time at delivery should be used in 
explaining the policy provisions; sec- 
ondly, obtaining the premium payment 
in advance precludes the possibility of 
a competitor entering the picture in the 
meantime; thirdly, unexpected happen- 
ings, such as illness or death are 
avoided. He advised immediate deliv- 
ery of policies as soon as they are re- 
ceived. He cited the fact that in one 
large company alone over 16,000 death 
claims on policies less than a year old 
were paid. He urged all to use every ef- 
fort to keep business on the books, even 
term insurance, not only in considera- 
tion of the welfare of the policyholder 
but in the financial interests of the 
agent. He suggested that the life man 
should keep an adequate record of the 
present financial worth of his business. 

Speaking of “outgo,’’ Mr. Davis stated 
that the lack of organization of personal 
finances was the greatest cause of fail- 
ure in life soliciting. The problem of 
the agent is to level off his personal in- 
come or commissions. Obviously the 


SALES IDEAS AND SUGGESTIONS 











Scheme to Buy Annuity 
With Bank Loan Banned 








A brilliant scheme involving borrow- 
ing the money from a bank with which 
to purchase a single premium life an- 
nuity, the bank to get its principal and 
interest through assignment of the an- 
nuity payments, fell by the wayside in 
Chicago this week because of refusal of 
a life company of that city to issue on 
an application involving $10,000 consid- 
eration. 

A large agency proposed the deal, 
saying it had been approved by two 
bankers. The life company officials 
asked questions when request was made 
for an assignment form. It was pointed 
out that the bankers’ security was not 
absolute, as under the life annuity form 
if the annuitant should die no further 
income payments would be made. 

The fundamental weakness criticised 
by the officials, however, was that it 
would permit the applicant to get some- 
thing for nothing. Assuming banks 
could be found willing to go along, a 
beggar by means of this scheme might 
secure a $100,000 or $1,000,000 annuity, 
which obviously would be an absurd 
possibility, the company officials pointed 
out. 

On the face of it nobody stood to lose 
except the bankers, who should know 
their business and not need advice. Yet 
the life company found the scheme un- 
sound, dangerous in its potentialities if 
the principle were approved, and con- 
trary to basic underwriting principles. 








agent’s income is irregular and that of 
the ordinary agent even more so than 
the industrial. As a solution, he sug- 
gested that each agent figure the mini- 
mum expense budget for the year, and 
the secretary part of the agent then es- 
timates the number of cases it would 
be necessary to write in order to pro- 
duce this required income. He advised 
that the agent then put his commissions 
in the bank under a general account and 
pay himself a salary each week or 
month, letting any surplus accumulate. 

E. Johnson, associate general 
agent of the Holgar J. Johnson agency 
of the Penn Mutual in Pittsburgh, took 
the final element, “Salesman.” His job 
is three-fold: First, present an organ- 
ized sales talk; next, motivate the in- 
dividual, and thirdly, go into action and 
get action. 

He said that an organized sales talk 
is nothing more than crystallizing in the 
mind of the prospect the need of the 
product to be sold. Such a talk need 
not necessarily be a “canned” one, but 
it must accomplish two definite pur- 
poses, viz., language control and time 
control. Constant practice in presenting 
such a talk is essential. The speaker 
drew a parallel with the actor who re- 
hearses for weeks and months before 
stepping on the stage. The agent in 
organizing his talk should develop a 
positive attitude and shape his presenta- 
tion toward a “Yes” response. 


Emotional and Logical 
Appeals Both Needed 


The second aim of the salesman, “mo- 
tivation,” Mr. Johnson defined as an im- 
pelling force, an urge to action, or the 
ability to make men do the things they 
should do. It is not sufficient to work 
out figures on paper. An appeal must 
be made to the senses. In life insur- 
ance this appeal is confined to the sense 
of sight and that of hearing. Life in- 
surance sales are made in only two 
ways: First, by the logical appeal, that 
is, by the use of reason, facts or figures. 
This method is not usually conducive 
to action. The second method, the emo- 
tional appeal, is the one most used in 
selling life insurance and is most ef- 
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fective. The good salesman is a master 
painter of word pictures. He is able to 
stir the emotions and, of course, fre- 
quently uses such strongly motivating 
words as “mother,” “home,” “children,” 
etc. 
Under the third function of the sales- 
man, to go into action and get action. 
Mr. Johnson stated that although the 
measure may not be correct, yet money 
is used as the means of determining suc- 


cess. Under such a generally accepted 
standard it is necessary for a success- 
ful man to lift himself out of the medi- 
ocre class. Energy and action are 
needed to accomplish this end. He 
pointed out, in conclusion, that it takes 
almost as much energy to fail as it does 
to succeed and that it is only common 
sense for any man, life underwriter or 
otherwise, to direct his energies to the 
end that he may be successful in life. 











Time Control Vital Project 








Time control is the most vital proj- 
ect in the whole life insurance field at 
the present, declared R. P. Thierbach, 
assistant director of agencies North- 
western Mutual Life, at the North Cen- 
tral Round Table of the Life Adver- 
tisers Association in Chicago. 

Agents are an essential part of life 
insurance selling and no successful plan 
has been devised to sell life insurance 
without their service. Although life in- 
surance men are proud of the hundred 
billions of insurance in force, Mr. Thier- 
bach said that this is a rather poor rec- 
ord considering the fact that the insur- 
ance business is 100 years old and that 
the sum represents only two years in- 
come of the country. This offers a 
challenge to advertising intelligence and 
sales energy to expand this volume. 


Not Hard Work 


Time control does not necessarily 
mean hard work, said Mr. Thierbach. It 
means getting the most from the hours 
allotted to the agent. Time control is 
not just keeping records but a planned 
program. There are three main parts: 
(1) Suggested plan for a quarter or a 
year built on the income needs of the 
agent based upon previous records. (2) 
Reporting one’s activities. (3) Periodic 
comparisons to eliminate waste motion 
and to develop better technique. Time 
control involves prospecting, prospect- 
ing inventory, presentation. 

Every agent has certain selling effec- 
tiveness and he must know what it is. 
He must develop the best technique to 
suit his individual characteristics. 

Salesmen are not usually creative so 
it is the advertising man’s job to pro- 
vide the agent with something to talk 
about. The importance of mental atti- 
tude in successful selling was stressed 
by Mr. Thierbach. Many agents, faced 
with what appeared to be a_ hopeless 
situation, have become stimulated 


through the adoption of a sales program 
and have increased their sales. 

It is up to home office men to follow 
through on time control programs and 
see that they are carried through. En- 
thusiasm is an essential factor in selling 
and. has to be created. It is a result 
and not a cause. By getting men to 
work along a regular plan this essential 
enthusiasm is developed. 

“T don’t want to be a bookkeeper,” 1s 
the chief objection voiced by agents to 
time control. Mr. Thierbach answers 
this by saying: “We don’t want book- 
keepers to sell life insurance. If book- 
keepers could we wouldn’t need you.” 
To the objection, “I haven’t time to 
make entries,’ Mr. Thierbach says it 
only takes five minutes a day. It is up 
to the companies to provide simple 
plans of time control as elaborate pres- 
entations give the impression that they 
take time to maintain. Some say that 
there is no relation between records ang 
successful selling. It is not the figures 
that are kept, but what is done with 
them that counts. Some large producers 
do not keep records, but do operate 
along a regular plan. 


Increases Selling 


Time control not only increases selling 
but it helps retard the terrible turn- 
over. The huge percentage of men who 
leave life insurance and return disgrun- 
tled to the general public is harmful to 
the business. The public has a right to 
expect forceful, well trained men. A 
larger per capita production per man is 
necessary in the future. The part time 
agency agreement is in the right direc- 
tion. The budgeting part of the time 
control is important because it shows 
a man just what he has to do to earn 
a certain income. If the agent feels he 
cannot carry out such a program, it is 
just as important to show him that he 





should leave the business. 








Believe Inflation 
Scare Collapsing 


(CONTINUED FROM PAGE 3) 


made a joke. .. The possibility of in- 
flation of the German or French type is 
so remote the average citizen is not 
justified in throwing away his good 
bonds or life insurance because o; any 
inflation scare.” 

Commenting on attacks on life insur- 
ance in books and magazine articles, Su- 
perintendent Pink of New York said the 
real answer to these is the fundamental 
character of the life insurance industry. 
He suggested that those in the produc- 
ing end of the business can be helpful 
in carrying back to their companies 
legitimate complaints of the buyer so 
that companies and supervisory officials 
can take steps to correct them. 


Important Case Discussed at 
Meeting of Life Counsel 


(CONTINUED FROM PAGE 4) 


cipal remuneration arises from commis- 
sions are independent contractors, and 
on account of such commissions, no con- 
tributions are payable under the typical 
unemployment compensation act. 

“In the case of all others, the degree 
of control in the specific case would 
determine the liability for contributions.” 

In discussing “State of Health as a 








Condition Precedent,” B. M. Anderson, 


attorney Connecticut General Life, 
stated that a careful examination of the 
cases in which the good health defense 
has been raised will indicate that in most 
of them the good faith of the applicant 
was at least questionable. ‘“Where’ 
there is this lack of good faith,” he said, 
“no company should hesitate to use such 
legal defenses as are available; and the 
good health clause is often a powerful 
defensive weapon because knowledge on 
the part of the applicant need not be 
established, as with misrepresentation 
and fraud.” 

An exhaustive review of the Massa- 
chusetts life insurance law filling 114 
legal cap pages was presented by Harold 
Taylor, associate counsel of the John 
Hancock. He gave a preliminary state- 
ment, setting forth facts about the 
statutes and courts, then took up defi- 
nitions, conflict of laws, statutory super- 
vision and regulation, provisions affecting 
agents and brokers, policy contracts, 
premium and premium notes, provision 
for recovering premium paid, assign- 
ment or transfer. Other subjects were: 
Abandonment, surrender, reformation, 
cancellation and rescission, avoidance 
and forfeiture, risks and causes of death, 
notice and proof of death; arbitration, 
compromise and settlement; extent of 
loss and liability, right to proceeds; 
payment, discharge and _interpleader; 


merger or consolidation and reinsurance; 
jurisdiction, process and venue; actions 
on policies, actions for premiums and 
on notes therefor, double indemnity and 
total and permanent disability benefits. 





Urges Change in Procedure 
for National Legislation 





(CONTINUED FROM PAGE 6) 


pointed out that such centralization 
leads straight to bureaucracy and from 
there to autocracy. 

The speaker commented on_ the 
“Brain Trust.” “I have found them,” 
he said, “to be an intelligent, forward- 
looking, industrious and ioyal group of 
men. It is true that most of them are 
theorists, but if the President must have 
advisers for such purposes as research 
and investigation, I’d rather see men 
like them than the hack politicians I 
have seen around other Presidents.” 
However, he observed that if he were 
President, he would instruct members of 
his “Brain Trust” to stop issuing alarm- 
ist statements. : 

President C. A. Palmer, advertising 
manager North America, presided. Rob- 


nor Nice of Maryland, welcomed the 
convention on behalf of the governor. 
Mr. Essary was introduced by C. J. 
Fitzpatrick, vice-president U. S. F. & G. 

At the morning session S. S. Lar- 
mon, vice-president Young & Rubicam, 
was the speaker. He urged greater em- 
phasis on advertising and educating the 
public to the benefits of insurance, and 
the wisdom of preserving the institution 
without harrassment or undue interter- 
ence. “If you interpret your business 
in terms of interest to the consumer,” 
he said, “you perform a twofold job of 
building respect for your industry and 
an individual preference for your par- 
ticular branch of merchandise.” 


Earmarking Plan 
Given Approval 


(CONTINUED FROM PAGE 1) 


as urged by the insurance heads, at 15 
percent. 

In defense of their contention that 15 
percent should be imposed, the insur- 
ance executives pointed out that this 
would be a large additional tax on stock 
companies, while the mutuals would es- 
cape, and contended that unless some 
way was found to tax the latter the 18 
percent rate would be highly discrimina- 
tory. The committee, however, refused 
to accept amendments providing for the 
lower tax and decided to make such 
dividends subject to tax at the 18 per- 
cent rate. 

Considerable discussion has _ been 
aroused by reports that witnesses ap- 
pearing before the finance committee 
during its hearings on behalf of the 
United States Chamber of Commerce 
contended that undue privileges were 
being accorded insurance companies. 

Officials of the organization this week 
explained that one of the witnesses ap- 
pearing for the chamber on other sub- 
jects called attention to the privileges 
granted banks and insurance companies 
in making a point, but that this was not 
intended to attack those concessions. It 
was pointed out that the chamber has, 
of course, no control over men who ap- 
pear before congressional committees 
as witnesses. 

It was at first feared, when Senator 
Couzens advanced his proposal to re- 
strict the exemption to newly bought 
insurance, that it might be necessary to 
let the change go through and fight it 
on the floor of the Senate, as there was 
danger that too vigorous opposition 
before the Senate committee might re- 
sult in the entire amendment being 
shelved. Fortunately it was possible to 
get the amendment through the com- 
mittee in its original form without en- 
dangering its chances of survival. 

If the revenue bill is passed by the 
Senate, it will have to go to the joint 
conference committee of the Senate and 
House because of changes and amend- 
ments—of which the Lonergan proposal 
is one—which were not in the revenue 
bill as passed by the House. The bill 
then goes to the House for action. 
Several life insurance taxation experts 
are strongly of the opinion that the 
Lonergan amendment should provide 








ert Irvin, executive secretary to Gover- 








that any form of property earmarked 
for tax purposes should be exempt from, 
estate taxation. They feel that this ap- 
parent discrimination in favor of ij 
insurance will have an unfavorable Te. 
action, and also that it discriminates 
against the man who is uninsurable py 
who might be able to set aside othe; 
forms of property to meet his death qy. 
ties. 

The amendment, if enacted, would not 
involve any irrevocable assignment oj 
insurance to the Treasury Department, 
If an assured’s circumstances shoul 
change he could readily alter his life jp. 
surance assignments to conform. 

So far as can be learned, the Loner. 
gan amendment proposal was not one 
of the features to which President 
Roosevelt objected in the revisions made 
by the Senate finance committee. 


F. H. Davis’ Death 
Is Severe Blow 


(CONTINUED FROM PAGE 1) 


with that company in October, 1928 2 
few months after having resigned as 
vice-president of the Equitable Life of 
New York. In the interim he remained 
on his ranch, which is about 80 miles 
‘from Cheyenne. He acted as Penn Mu- 
tual general agent in Chicago for several 
months and then took charge in Denver. 
Due to poor health he gave up that 
work and remained on his ranch until 
1933, when he felt prepared to get back 
in the harness and took the position that 
he filled until his death. 

Mr. Davis was born in Mills county, 
Ia., in 1880. At the age of 29 he was 
elected clerk of the district court in that 
county. He became dissatisfied with 
the life of a politician in a small com- 
munity and decided that life insurance 
offered opportunities. He started asa 
producer in 1911 and immediately en- 
joyed success. His first connection was 
with the Reliance Life in Ohio and then 
he went with the Equitable Life of New 
York. He was sent to St. Paul and 
later was transferred to Chicago where 
he had charge of development of all the 
agencies of the company there. Subse- 
quently he was elected vice-president of 
the Equitable Life, remaining in that 
position until 1928. 


Sue for Arkansas Tax 


LITTLE ROCK, ARK., May 14— 
Attorney General Bailey and Paul X. 
Williams, special counsel, filed suit to 
collect $3,521 allegedly due the state as 
unpaid taxes from the National Life ot 
Des Moines. 

The petition aileges that for the past 
seven years, 1929 through 1935, the 
company has not paid the 2% percent 
gross premium tax. 


LEGAL NOTICE 
In the District Court of the United 
States for the District of Kansas 
—First Division 
Webster W. Holloway, Plaintiff, vs. The 
Federal Reserve Life Insurance Com- 
pany, a corporation, Defendant. 
In Equity No. 2003-N. 
Notice 


Pursuant to order of the Court, in the 
above entitled matter, notice is hereby 
given to all qualified life insurance com- 
panies that proposals for reinsurance of 
the business of The Federal Reserve Life 
Insurance Company may be filed with 
the undersigned, temporary receiver of 
the company, on or before June 8, 1936. 

‘Such proposals are to be filed in tripli- 
cate, under seal, and should be accom- 
panied by a certified copy of the last 
annual statement of the proponent, to- 
gether with a copy of the last report 0 
departmental examination and certificate 
of compliance, valuation and deposit oF 
of compliance and valuation in the event 
deposits are not required by the laws 
of the home state. 

Address all communications to the 
undersigned, Federal Reserve Life Bldg. 
Kansas City, Kansas. 


WILLIAM R. BAKER, 











TEMPORARY RECEIVER. 
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» RECENT COURT DECISIONS . 








Beneficiary Change Effective 





In Two Cases Redesignation Wasn't 
Registered by Company Until 
After Death of Insured 





The Illinois appellate court, first dis- 
trict, in Sun Life vs. Williams et al., has 
decided that effect must be given to a 
change of beneficiary, even though the 
change was not endorsed on the policy 
by the company until after the death 
of the insured. 

Weir Williams, the assured, executed 
arequest that the beneficiary be changed 
to Carl Williams, his father, and he died 
on the same day. Vera Williams, the 
divorced wife of the assured, claimed 
the proceeds. 

The court held that the change, so far 
as any beneficiary is concerned, is ef- 
fected when the insured, in due form, 
makes the change. The endorsement 
by the insurer merely registers the name 
of the new beneficiary. When the bene- 
ficiary is redesignated by the insured, all 
interest of the prior beneficiary is termi- 
nated. Where the company makes no 
defense as to liability, but by inter- 
pleader brings the money into court, it 
makes a further recognition of its duty 
to make the endorsement as requested 
by the insured. 

A similar decision was handed down 
by the Illinois appellate court, fourth 
district, in Crawford vs. Wyant et al. ; 

The assured on Jan. 22, 1935, nomi- 
nated a change of beneficiary to his 
wife. This nomination was delivered 
to the agent the next day and the nomi- 
nation was forwarded to the home of- 
fice. On Jan. 28, the insurer endorsed 
the change on the policy. The assured 
died Jan. 27. 

The court pointed out that the. as- 
sured died at least two full days after 
the papers necessary for the change -of 
beneficiary had arrived at the home of- 
fice. There was nothing further that 
the assured could have done and he had 
done all the things required of him in 
his lifetime. Accordingly the change of 
beneficiary was effective. 





Heat Prostration Case 


The Wisconsin supreme court has or- 
dered recovery of double indemnity 
benefits where the assured died of dou- 
ble pneumonia following heat prostra- 
tion. The case was O’Connell vs. New 
York Life. There was a verdict in the 
lower court for the New York Life, but 
the trial court ordered judgment in fa- 
vor of O’Connell notwithstanding. 

The assured was a plumber. He col- 
lapsed after laying a section of sewer 
pipe in a trench eight feet deep and 
three feet wide where the temperature 
was about 110 degrees. Within 24 hours 
he died. 

Applying the test of the common 
speech of men, the Wisconsin supreme 
court stated it entertains no doubt that 
the death of the assured was effected 
solely through external, violent and ac- 
cidental cause. 


Holds Policy Never Issued 


The Massachusetts supreme judicial 
court has denied recovery under a pol- 
icy issued on the life of an agent of the 
Equitable Life of New York, which was 
discovered upon the agent’s death by the 
administrator, along with other policies 
which had been signed by the, Equitable 
Life on the lives of other people and 
which had not been delivered. The case 
is Golden vs. Equitable Life of New 
York, 

The administrator received a letter 
from the Townsend agency, with which 
Golden was connected, stating: “In 





order to charge a premium to his (Gol- 


ity and permission of Mr. Townsend 
which he (Golden) was at all times re- 
quired to get personally. In the case 
of the policy in question, it was never 
mentioned to Mr. Townsend, and, in 
fact, Mr. Townsend did not: know that 
the policy was outstanding until after 
Mr. Golden’s death.” 

Since there was no evidence that the 
Equitable Life ever assented to the issu- 
ance of the policy to Golden, his wife 
is precluded from recovery, the court 


held. 


Accumulated Dividends Kept 
Policy Alive, Court Holds 


Although the assured previously had 
directed dividends on his policies to be 
held by the insurer to accumulate with 
interest, the company, in default of pre- 
mium payment, should have applied 
those dividends to keep the policies in 
torce, the Florida supreme court has 
held in New York Life vs. Kincaid. 
The assured, in 1920, directed that the 
dividends be held to accumulate. On 
August 6, 1929, the New York Life 
declared the policies to have lapsed on 
June 30, 1929. ‘ 

When there was default in premium 
payments due June 30, 1929, according 
to the court, the 1928 and 1929 dividends 
on the policies were held by the insurer, 
and the policies would not legally be- 
come lapsed for non-payment while un- 
der the terms of the policies the cash 
surrender value as well as the dividends 
less loans on the policies, held by the 
insurer, ‘shall automatically purchase 
continued insurance from the date of 
default.” The insurer did ultimately em- 
ploy the dividends in adjusting premium 
payments. The adjustment transactions 
before the death of the assured were 
forced upon him because the insurer 
legally declared the policies had lapsed 
when the policies in law had not lapsed, 
the court found. 


Need Not Undergo Operation 


The Arkansas supreme court, in 
Aetna Life vs. Sanders, upheld the 
verdict of a jury that the assured need 
not undergo surgical operation in order 
to continue to receive disability bene- 
fits. The sound rule, according to the 
court, is that no surgical operation 
should be compelled as a matter of law 
and that the reasonableness of such de- 
mand, even in minor surgical operations 
should be ascertained as a fact from all 
attendant facts and circumstances of 
each particular case as it arises. 


Acute Alcoholism Not Accident 


Death due to acute alcoholism is not 
an accident within the meaning of the 
double indemnity clause, the New 
Hampshire supreme court has held in 
McGinley vs. John Hancock. Mrs. Mc- 
Ginley was the assured. She died after 
consuming an unknown quantity of al- 
cohol and ginger ale. The court held 
that Mrs. McGinley drank what she in- 
tended to drink in the quantity intended 
and the beverage did not, unknown to 
her, contain any poisonous substance. 
What was unforeseen, unexpected and 
sudden was the effect of the beverage 
upon her. She died an accidental 
death, but it does not necessarily fol- 
low that she died “through external, 
violent and accidental means.” 


Not Permanently Disabled 


An assured, who is only partially dis- 
abled at the time of making claim for 
benefits under the total and permanent 
disability clause, has no ground for re- 
covery, according to the Washington 
supreme court in Richards vs. Metro- 
politan Life. 

Richards suffered injuries to skull, 
ribs and back in an automobile accident 

















was not claiming anything beyond May 
23, 1934, which was the date of his 
taking employment in Alaska. He tes- 
tified he was then only partially dis- 
abled. 

The court held that Richards was, at 
most, totally disabled for temporary pe- 
riods and, possibly, partially disabied 
permanently, but was not totally and 
permanently disabled. 


What Constitutes a Lesion? 


_Pennsylvania supreme court, eastern 
district, has ordered the Prudential to 
pay double indemnity benefits where the 
assured died as a result of drinking a 
quantity of iodine, apparently in the be- 
lief that it was cough medicine. The 
case was Andrzejewski vs. Prudential. 
The Prudential contended that there 
was no proof in accordance with the 
requirements of the policy of any “vis- 
ible contusion or wound on the exterior 
of the body.” Under this provision, the 
court held, any lesion of the body is 
sufficient. Since a lesion includes any 
morbid change in structure of organs 
or parts of the body, and therefore any 
injured region thereof, it cannot be said 
that the irritation of burning of the skin 
about the exterior of the mouth failed 
to fulfill the conditions of the policy. 


Long Delay Bars Recovery 


In denying the claim of an assured 
for disability benefits, where the suit 
was brought 10 years after the alleged 
disability occurred, the United States 
Circuit court of appeals for the fourth 
circuit (North Carolina) stated that in 
the absence of clear and satisfactory 
evidence explaining, excusing or justify- 
ing it, long delay before bringing suit 
is to be taken as strong evidence that 
total and permanent disability did not 
exist. The case was Hicks vs. Mutual 








Validates Restriction in 
Mode of Settlement Rider 











Validity of the provision in the mode 
of settlement endorsement that the 
benefits shall not be transferable or sub- 
Ject to surrender, commutation and an- 
ticipation or encumbrance or in any way 
subject to the debts of any beneficiary 
or payee or to legal process except as 
otherwise provided by law has been up- 
held by the Maryland court of appeals 
in Michaelson vs. Sokolove, et al. 

Under the mode of settlement en- 
dorsement, there was payable $100 in 
monthly instalments to the wife, or in 
event of her death to the surviving chil- 
dren. 

In disregard of the restriction, the 
widow made assignment of all her right, 
title and interest in and to the payment 
of $100 per month under the policy, 
as additional security for the purchase 
price of certain stock. 

The court of appeals held that a con- 
tract may validly provide that it shall 
not be assignable. The effect of section 
1 of article 8 of the code was to enable 
assignees to maintain action, or issue 
executions, in their own names, by vir- 
tue of assignments in writing to which 
the section referred. It did not alter 
the nature of such assignment nor im- 
pair contractual limitations upon the 
right to assign. 








Life of New York. Hicks did not sue 
until after the expiration of 10 years 
and then only after he had noticed an 
advertisement of a person who was in 
the business of collecting insurance dis- 
ability claims and undertook the case 
on a 40 percent contingent basis. 








“BUSINESS 
INSURANCE” 


The contents might be rough- 
ly divided into two parts — 
Knowing business insurance and 
Selling it. The book contains 
a wealth of practical material 


that will help you 


—to discuss your client’s problems 
intelligently; 


—to suggest a business insurance 
agreement that will meet with 
his approval; 


—to show him the “life” values of 
business insurance for credit re- 
meena and other purposes; 
an 


—to overcome his objections and 
put across the idea! 


NOW ONLY 








den’s) account, we required the author- 


in 1931. At the trial, he testified he 





The ‘Standard Authority’’— 


A “Million Dollar Writer” of the highest type himeelf, 
and a widely known counsellor on the subject, Simon has 
made of this book what is considered the standard authority. 


Formerly $3.00 


Order from 


THE NATIONAL UNDERWRITER 


at a bargain price 


by Leon Gilbert Simon 


“a practical, expert of 
ide experience” 


Written for 
the man in the field 

Simon goes over the field in 
thorough but not too technical 
fashion, answering your ques- 
tions on other important phases 
such as the inheritance tax, 
legal aspects, life insurance pro- 
ceeds and creditors, etc., and 
giving you a helpful survey of 
existing situations. 

Probably no other field offer- 
ing as great opportunity 
fewer u iters equipped to 
cash in on it. “Business Insur- 
ance” leaves nothing out that 
will help you make the most of 
this opportunity. 


$2.00 a copy 


420 E. 4th Street 
CINCINNATI 











HOW TO LIVE AND BE HAPPY 


0 live man must have air, water, food and 

df pica To live and be happy, enough of 
bese ne ities must be available to 

ly enough clothing and 

tably warm, and main- 


~——~fof life’s pleasures and 


.js of ‘this booklet will tell 
tional’s Four-Point Plan 

_ pow easily you can adopt 
r financial and economic 


INSURANCE” ESTATE 
DECREASE 50% 2h 


Sales Helps 


like these Direct Mail folders assure 
Ohio National salesmen increased 
production and commissions during 
1936. Only a few of the many avail- 
able aids to greater sales are shown 
on this page. 








For A General Agent's Contract 
Write to— 


OHN H. EVANS, Vice President 


oe erm eese: 





THE OHIO NATIONAL LIFE INSURANCE COMPANY, Cincinnati, Ohio] 





